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MAKE MORE PROFITS 


That’s an easy way to build good will and 
customer satisfaction because Insulite gives double 
value—builds and insulates at the same time. 
The more they use it the more they’ll like it. 


Your sales get bigger, your profits sweeter. 


PAPER COMPANY 
MINNEAPOLIS MINNESOTA “Insulite’’ is a registered 


trade mark, US. Pat. Off. 


MAND 
INSULITE DIVISION VERY MINNESOTA & ONTARIO 
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1—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 


2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 
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4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 


5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 
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Amerock Demonstrator No. 1625 
147” x 20”; Shipping Weight 734 Ibs. 
Now for the first time the-popular Colonial ‘‘Heart’”’ Pattern in Cabinet Hardware — 
with the following modern mechanical features made famous by Amerock: 


e Patented Push Button\Catches e Semi-Concealed Hinges e Reversible “HL” Hinges. 
For Recreation Rooms — Kitchens — Stores — Hotels — Restaurants. 


AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL., DEPT. 1JA ; 
Please send full details on the new Colonial “Heart” Pattern in Amerock ASK YOUR JOBBER 
Cabinet Hardware: or send for literature and details. 


a . — eee: : —————— ee AMERICAN CABINET 

HARDWARE CORP. SENUINE 
DRO ccerricrcirersncarinteinennineennncnen a —e ROCKFORD, ILLINOIS A l 
City Sahat ee : ils pele 
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REPORTS AROUND THE NATION show impetus is increasing 
to find the answer to mass producing a low-cost, quality house. 
Potent factors behind this drive are: slackening off of market for 
more expensive houses; interest of lending institutions to promote 
economy housing; and realization inside the building industry 
that the only way to keep government out of housing is to do 
the job itself. The president's message to congress shows the way 
the wind is blowing in Washington. 


MORE THAN FIVE BILLION bricks were produced during the 
first eleven months of 1948. Through November the 5.3 billion 
bricks turned out represents an increase of 17 percent over pro- 
duction for the same period in 1947. Production of clay tile for 
the first eleven months ran three percent behind production for the 
same period last year. 


THE NUMBER OF URBAN residential units constructed in 1948 
will reach a total of 925,000 units, second only to 1925 when 
937,000 units were constructed. It is anticipated that this level of 
home construction will be maintained in 1949 with, however, a 
decline of approximately 8 percent in dollar volume as the result 
of the construction of more moderate priced homes. 


THE FORCES OF INFLATION were held in check during 1948 
because the U. S. Treasury used its cash surplus to retire govern- 
ment bonds. This offset the inflationary effect of pegging the bond 
market. Now that the cash surplus has been used up, and there 
is even a prospect for a deficit, there will be a possibility of further 
increase in the federal debt, if military and E.R.P. expenditures 
exceed $20 billion annually. Temporarily there may be a reces- 
sion and a fall in prices, but in the long run inflation is more to 
be feared than deflation. 









BUILDING MATERIALS MARKETING COURSE 















































R. George Morgan (standing at right) supervisor of sales for the Upson Company, 
Lockport, N. Y., is shown above conducting a course in the use, marketing, and appli- 
cation of laminated fibre wall and ceiling panels at Ohio State University, Columbus, 
Ohio. The class is part of a thirty day training course conducted at the University 
under the direction of the NRLDA. These courses, designed particularly for employes 
of retail lumber dealers, are now in full swing in many universities across the nation. 
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Attractive book lists uses 
and grades of lumber species 


PUBLICATION of a new Larch 
species book covering the proper- 
ties, uses and grades of Western 
Larch lumber was announced to- 
day by the Western Pine Associa- 
tion. 

The new book is a complete re- 
vision of one which has been a 
standard reference manual for the 
past 15 years and contains basic 
information for builders, archi- 
tects, dealers and wholesalers. 

Properties and uses sections are 
illustrated with photographs of 
Larch in actual use in residences, 
commercial buildings, industry, etc. 
Also included are a map of the 
Western Pine Region, pictures of 
standing Larch and a micro-pho- 
tograph of Larch cell structure. 
Front and back covers are in four 
colors. 

The book is indexed and carries a 
listing of standard manufactured 
sizes and an alphabetic catalogue 
of uses of Larch and recommended 
grades therefor. 

The total stand of Larch in the 
Western Pine Region is estimated 
at 26 billion board feet of saw- 
timber. Current production aver- 
ages close to 200 million board feet 
annually. 

Single copies of the Larch book 
are available free to all dealers, 
builders, architects and other lum- 
ber users and jobbers and may be 
secured by writing the Western 
Pine Association, Yeon Building, 
Portland 4, Ore. Quotations on 
additional copies may be obtained 
from the association. 


FARM INCOME TOPS 


Means greatest building and 
improvement program in history 


AMERICAN farmers have spent 
almost $7 billion since the begin- 
ning of 1940 modernizing and re- 
placing their homes and other farm 
buildings, according to Melvin H. 
Baker, chairman of the Construc- 
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tion Industry Information Commit- 
tee. 

“As a result, this decade has seen 
the greatest era of farm improve- 
ment in the history of the country,” 
Mr. Baker said. 

“The farm building boom, which 
has brought a great advancement 
in living conditions and in effi- 
ciency of farm operations, has 
grown to new annual peaks of more 
than a billion dollars in both 1947 
and 1948, These totals, based on 
official government estimates, are 
believed to be conservatively low. 

“The big building program has 
been made possible by the record- 
breaking farm income, which has 
risen from $6.4 billion in 1940 to 
$21.6 billion for 1947. 


“In this period, the farm popula- 
tion declined by about 10 percent. 
Thus the farm construction record, 
in the face of the away-from-the- 
farm movement, refutes the gen- 
eral opinion that high construction 
activity is dependent on population 
increase. It shows that, if the in- 
come level is sufficiently high, there 
is great construction activity. 

“Of the $1.1 billion spent on 
farm construction during the last 
year, at least $450 million went 
into new building and the remain- 
der was for maintenance and im- 
provement of existing structures. 

“Increased farm income after the 
last war was used mainly to buy 
more land. The present period is 
characterized by farm plant im- 
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“OLD TIMERS” 


No “green wood" on this rugged team. 
Here is job-tested logging equipment 
that has proved itself with top per- 
formance under any conditions. New 
requirements and modern design have 
resulted in up-to-date adaptations of 
the old reliable machines. For further 
information about lasting service, 
economy, and speed of production, 
write, phone, or come in today! 


HYSTER winches, sulkies, skidding pans 
and rigging; DISSTON chain saws; 
CATERPILLAR diesel engines. 


TRACTOR & 
MACHINERY CO «- 
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MENANDS 
NEW YORK 


Telephone 5-5255 
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provement, rather than expansion 
of land holdings. The farmer wants 
better buildings for better living 
and better farming practices. The 
farm building program includes all] 
types of farm structures and facili- 
ties, including houses, barns for 
crop storage, shelter and feeding of 
livestock, dairy buildings, poultry 
houses, silos, feeding platforms, 
watering facilities, machinery 
sheds, repair shops, storage bins 
and cribs, fencing, and tiling. 

“The vast improvement of farms 
is all the more notable because at 
the same time there has been a 
sharp reduction in farm mortgage 
debt.” 


BUILDING INVESTMENTS EASE 


Survey shows commitments for 
new building down in November 


A BRAKE was applied to the 
year’s upward spiral of investment 
commitments for building and en- 
gineering projects in nearly all 
areas east of the Rocky Mountains 
in November, F. W. Dodge Cor- 
poration, a fact-finding organiza- 
tion for the building industry re- 
ports. 

As the month came to a close, 
contract dollar volume of building 
and construction for this year 
through November was at a level 
22 percent higher than that re- 
ported for the first eleven months 
of last year. Last month’s declin- 
ing contracts, however, cut heavily 
into gains made earlier in the year. 


ALL TYPES AFFECTED 


The November declines were 
manifested in all major classifica- 
tions of building and construction 
with reverses in heavy engineering 
awards the most pronounced. Fur- 
ther, the declines affected all re- 
gions east of the Rocky Mountains 
with exception of metropolitan 
New York and northern New Jer- 
sey, where a slight gain was re- 
ported over October and a moderate 
gain over November a year ago. 
Western Pennsylvania and West 
Virginia, and the district com- 
prised of Minnesota, North and 
South Dakota, showed a gain over 
November of last year, but both 
reported less volume than in Octo- 
ber. In all other areas, the volume 
was less last month than in October 
and in November last year. 

November contracts totaied 
$611,216,000 in the thirty-seven 
eastern states to show a sharp 22 
percent decline from October and 
a 15 percent drop from November 
of last year. ; 

Nonresidential awards totaling 
$240,310,000 last month reflected 
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FDI:BP 


When the letters FDI appear as 
part of the grade trade-mark 
they certify that the doors so 
marked not only meet quality 
but have been officially inspect- 
Commercial Standards CS73-48 
ed by the Fir Door Institute and. 
at the buyer’s request, will be 
covered by notarized Certificate 
of Inspection. 











BP doors are of multiple-piece- 
stile construction; and are so 
designated because they are 
ideal for paint or enamel finish. 


FIR DOOR INSTITUTE 


Tacoma 2, Washington 
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Douglas Fir Doors marked “FDI-B” meet these 


Department of Commerce Standards 


STILES, RAILS, AND MULLIONS—This stock shall be of ver- 
tical grain faces with some coarse grain permitted. It shall 
be sound in all respects, and may contain sap, light stains, 
streaks, burls, and neatly repaired pitch seams. Glued-up 
members are permissible. A moisture-resistant glue shall be 
used. Mixing of woods is permissible provided both stiles 
are of a single specie. 


PANELS—FLAT VENEERED—The standard thickness of 3- 
ply flat veneered panels shall be 14 inch after sanding. Each 
face shall be of one or more pieces of firm smoothly cut 
veneer. When of more than one piece, it shall be well joined 
and reasonably matched for grain and color at the joints. 
It shall be free from knots, splits, checks, pitch pockets, 
and other open defects. Streaks, discolorations, sapwood, 
shims, and neatly made patches shall be admitted. 


PANELS—RAISED— The standard thickness of raised panels 
shall be not more than 9/16 inch before sanding and not 
less than 7/16 inch after sanding. They may be either slash 
or mixed grain, or mixed woods and shall conform to the 
grade of the stiles and rails. Glued-up, solid panels are 
permissible, 
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@ New all aluminum Keystone 









Frameless Tension Screens will 
be an attractive and profitable 
item to add to your line. Avail- 
able in standard sizes for 
double hung windows, these 
full length screens have loads 
of customer appeal that can 
easily and quickly be turned 
into profits for you. 





@ With Keystone Frameless Tension Screens 
you sell the COMPLETE screen... your 
customer gives you width and height meas- 
vrements only and he can install complete 
unit in a few minutes. Sales features in- 
clude free floating sill bar for tight fit on 
uneven windows, five strand selvage, 
easily replaced screening, economy in 
installation and upkeep, neat appearance. 
Send coupon now for complete details 
prices and discounts. 


SIMPLE INSTALLATION 





HANDY FOR HOUSEWIFE 












a SO aw an 


KEYSTONE WIRE CLOTH CO., ' 


Dept. 28, Hanover, Pennsylvania ' EASY STORAGE 
Yes, send me complete details, prices and ' 


discounts on NEW profit-making Keystone 
Frameless Tension Screens. 








a 24 percent decline from October 
and a 1 percent decrease from No- 


| vember of last year. Residential 


awards were off 11 percent from 
October and 9 percent from No- 
vember last year with a total of 
$264,033,000. Heavy engineering 
awards last month totaled $106,- 
873,000 down 35 percent from Oc- 
tober and 41 percent from Novem- 
ber a year ago. 


OVER ‘47 

On a cumulative basis covering 
the first eleven months an overall 
contract total of $8,835,595,000 in 
the thirty-seven eastern states re- 
flected a 22 percent gain over the 
corresponding period of last year, 
with nonresidential awards up 38 
percent, residential awards up 14 
percent, and heavy engineering 
contract volume up 14 percent. 

Thirty-three percent of last 
month’s contracts were for proj- 
ects classified as publicly owned, 
32 percent of nonresidential 
awards, 12 percent of residential 
contracts, and 84 percent of public 
works and utilities project con- 
tracts being so classified. 

Investments in _ public-account 
projects in the first eleven months 
of the year amounted to $2,828,- 
865,000 or 32 percent of the total 
of all awards, public and private, 
in the thirty-seven eastern states. 


DRY KiLNING 


Syracuse U to instruct on 
proper dry kiln procedure 


NEW YORK State College of 
Forestry at Syracuse University, 
Syracuse, N. Y., will hold its 32nd 
annual course in dry kiln practice 
from March 7 to 16, 1949. 

Registration is limited to 25 and 
a fee of $50 is charged. Informa- 
tion may be obtained by writing 
the Department of Forest Exten- 
sion, School of Forestry, Syracuse 
University. 


LUMBER PRODUCTION 


Output falls on West Coast 
in face of curtailed demand 


LUMBER production from West 
Coast sawmills fell off during No- 
vember in the face of curtailed de- 
mand and total output to date in 
1948 fell behind 1947 figures for the 
same period, reports H. V. Simp- 
son, executive vice president of 
West Coast Lumbermen’s Associa- 
tion. 

Mills in the Douglas fir region 
produced 7,903,638,000 board feet 
in the first eleven months of the 
year, Simpson said, 93 million feet 
behind last year’s record lumber 
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PLASTIFLEX 


) New, Beaded-Type Wall Finish by American 
a Big Money-Maker for YOU! 





Revolutionary 








LL Fins 


N ONE coat 














Can be used over brick, Fills checks, cracks, nail- 





plaster, wallboard or wall- heads, and other rough 
paper. surfaces. 


PAINTS AND PLASTERS IN ONE COAT! 


Amazing PLASTIFLEX eliminates the necessity chemists and has been proved entirely successful 


of priming or sizing most surfaces. It can be used by practical application. 


over practically any material, applies easily with You can get PLASTIFLEX in nine beautiful 
pastel colors and black and white. Find out now 
what this remarkable product can mean to you in 
extra sales and profits. Write for color card and 


a brush, is extremely durable and withstands re- 
peated washing. PLASTIFLEX is the result of 


careful research by American Varnish Company complete information today! 


PLASTIFLEX is an exclusive development of The American Varnish Company | 
YOUR BIG-PROFIT LINE FOR ‘49! | 


American Flat Wall Finish American Semi Gloss 
American Art Spar Enamel American “Our Best” House Paint 
American Interior Gloss American Floorene Spar Varnish 


American “101” Linoleum Coating 


SINCE 1883 








1128 N. North Branch St., Chicago 22, Illinois 


Manufacturers of varnishes—paints— stains —lacquers— synthetic 
enamels—cello film—soldering flux and special coatings. 
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VENIENCES 
KK are the modern 


way to increase closet capacity without 
sacrificing room space. They are streamlined for 
gleaming beauty . . . scientifically designed to 
meet specific closet needs .. . yet fully 
adjustable to individual requirements. From over 
~ 40 K-VENIENCE items you can meet every 
clothes closet need. Make it a profitable 

policy to install economical K-VENIENCES 
throughout the house. They give so much 
convenience for so little cost! 


© Write for free catalog 


CASA IN 


DEPT. N-28 GRAND RAPIDS 4, MICHIGAN 





cut. The lumber leader listed 
three main factors as effecting 
1948 lumber output: unseasonal 
spring floods, boom and longshore 
strikes and less demand. 

The lumber industry, which has 
hardly stopped to take an extra 
breath since the end of the war, 
Simpson said, has finally caught 
up with the pentup demand for 
lumber for housing and industrial 
uses. Simpson reported that there 
is ample lumber available for any 
foreseeable housing program. 


HARDWOOD MEETING 


Appalachian producers will meet 
this month problems of new year 


MEMBERS of Appalachian 
Hardwood Manufacturers, Inc. will 
meet on January 27-28 at the Neth- 
erland Plaza hotel, Cincinnati, Ohio 
for both committee and general 
meetings. 

The executive meetings of the 
Forestry and Trade Extension com- 
mittees and the Board of Directors 
will meet Thursday to plan con- 
tinued action through 1949. The 
general session on Friday will con- 
sider matters of immediate concern 
to the industry, with the emphasis 
on Appalachian hardwoods. 


WESTERN PINE REPORTS 


Association looks for close 
balance in supply-demand 


A REPORT of 1948 production 
and shipments of Western Pine 
Region lumber and lumber prod- 
ucts and an estimate of probable 
first quarter, 1949, shipments were 
released today by S. V. Fullaway, 
Jr., secretary-manager of the West- 
ern Pine Association. 

The report covered Idaho White 
Pine, Ponderosa Pine, Sugar Pine 
and Associated Woods. The state- 
ment in full: 

“Lumber supply apparently was 
overtaking demand as the year 1948 
came to a close. Largely responsi- 
ble for this situation was the great- 
est annual production of lumber in 
probably thirty years. Also in- 
volved was some slackening of de- 
mand due to the continued rise in 
the costs of home construction and 
to political uncertainties. 

“A more nearly balanced supply- 
demand relationship should mean a 
healthier economic atmosphere for 
the lumber industry. This situa- 
tion could have been reached many 
months ago. Had OPA controls 
been removed promptly after VJ- 
Day, production by the active units 
in the industry would have been 
immediately stimulated and new 
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ANNOUNCING THE IMPROVED 


a complete cash register with 


built-in mechanized adding feature 


Now, for the first time, thousands of businesses can enjoy the protection of a complete 

National Cash Register, plus the advantages of its built-in, mechanized adding feature. 

The improved National “200” shows the customer the price of each item purchased 

- and the total. The machine prints a record of every transaction — and automatically 

prints in. separate columns for clerks, departments, etc. Information may be written 

)pposite any entry. The special built-in mechanized adding feature can be used at any 
‘ime without disturbing the accumulated cash total. Cash drawer is extra large. 

This modern business machine gives you a better, simpler, easier way of keeping 
your business records. It provides Information that Makes money, as well as Protection 
that Saves money. And it pays for itself over and over again! See it at your local National 
Cash Register office, today. Nothing like it has ever been offered at the price. 
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STOPS MISTAKES - SAVES TIME — Indica- 
tion shows price of each item and 
total. Machine automatically adds 
items, preventing mistakes in addition. 
Speeds customer service. Gives protec- 
tive supervision over all prices charged, 
and control of all money collected. 


AUTOMATIC DISTRIBUTION — Classifica- 
tion keys automatically separate sales 
by departments, selling employees, 
services, commodities, or other classi- 
fications. Quickly adapted to any need, 
or to changes within a business. 


SINGLE - LOCK CONTROL — One 5-posi- 
tion lock, controlled by proprietor’s 
key, protects records and accumulated 
total. 


EXTRA-LARGE CASH DRAWER — 7 coin, 
4 bill compartments. Free-gliding, 
roller bearing construction prevents 
binding and sagging. Removable, plas- 
tic coin tray permits balancing cash 
in private. 


DESCRIPTIVE KEY SECTION — This fea- 
ture’s flexibility makes it an invaluable 
aid in providing more complete rec- 
ords in your business. The keys can be 
used to identify salespeople, to print 
sales-slip numbers, cost figures, size, 
brand, or quantity numbers, and to 
code sales such as lumber, hardware, 
building material, paint, glass, house- 
hold goods. ete 


THE NATIONAL CASH 
REGISTER COMPANY, 


DAYTON 9, OHIO 


CASH REGISTERS + ADDING MACHINE 
ACCOUNTING MACHINES 





and marginal units would have 
come quickly into production. In- 
stead, the delay of 15 months in 


¢ removal of the inadequate OPA 

Bb Ua lumber prices caused a decline of 
ee several billion feet in annual out- 

put and greatly delayed the neces- 


sary expansion of production by 
new and marginal mills, which is 
only now bringing supply and de- 
mand into balance. 

BY McKINNEY “The 1948 performance of the 
Western Pine industry was some- 
what erratic due to floods and un- 
usually wet weather during the 
spring and to early winter storms 
and to some slackening of lum- 
ber demand toward the end of the 
year. Despite such factors, it is 
now estimated that the industry has 
again broken all previous records 
with an output for the year of 7 
billion 230 million feet and de- Hene 
liveries of 634 billion feet. This NE! 
compares with production of 6,729 Sure 
million and shipments of 6,552 mil- ume, 
lion during 1947. good. 

“Lumber stocks at the mills, off ar 
which as of December 31, 1948 are § is lik 
estimated at 1,698 million feet, have theor 
increased 489 million since a year scare 
ago... This inventory volume, which finan 
is at about the same level as 1941 NE’ 
stocks and considerably lower than restro 
those of previous years, will permit there 
more effective handling of the since 
heavier current shipments. As boat-: 
would be expected, a very large part little, 
of this stock increase is in the as- brack 
sociated species which are air sea- assur 
soned in considerable volume. kets, . 

“Some soft spots are appearing PUI 
in our general economy as the de- partly 
mand for certain goods is being tion ¢ 
satisfied. Although such signs cessic 
give indications that the boom is been 
leveling off, most economists pre- there 
dict a continued high level of busi- units: 
ness during the first half of 1949. Genes ' 
Construction forecasts for the com- 
ing year anticipate a level of total 
construction equal to that of 1948 
but there appears to be general 
agreement that residential building, 
although continuing in relatively 
large volume, will be lower in 1949. 

“There appear to be more than 
the usual uncertainties in the eco- 
nomic outlook and weather, in both 
the consuming and producing areas, 
is more generally unpredictable for CO! 
the first quarter of the year. How- cache | 
ever, based upon all available in- in “48 
formation, it now seems probable opinic 
that during the first quarter of their 
1949 shipments (consumption) of 
lumber by the Western Pine indus- 
try will approximate 1,250 million 
feet or 10% under those for the 
same 1948 period.” 
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THE 81ST CONGRESS is whanging away; but 
it'll be several months before the character of the 
new legislation and especially its impact in the 
business field can be measured. Not a rubber- 
stamp Congress; but for a time it'll listen respect- 
fully to the White House. The Solons remember 
the unexpected Presidential uprising last Novem- 
ber. A lot of new faces in old places on the Hill. 
Hence the respectful listening, as of now. 


NERVOUS PROSPERITY haunts the legislators. 
Sure enough, the reports indicate that business vol- 
ume, when measured in grand totals, is still mighty 
good. But most analysts think the boom is leveling 
off and is getting a little soft in spots; so Congress 
is likely to pull the Presidential punches on the 
theory that it would be bad tactics, at this time, to 
scare the pants off of production, distribution and 
financing. Anything but that! 


NEW TAXES probably will be levied; but with 
restraint. Congress may try for an extra billion; but 
there isn't likely to be any excess-profits legislation, 
since most of the legislators consider that one a 
boat-rocker. Corporation taxes may be upped a 
little, and there might be some increase in upper- 
bracket individual income levies. It's time for re- 
assurance. There could be a strengthening of mar- 
kets, if prices are stabilized. 


PUBLIC HOUSING, of some kind, is a probability; 
partly because officials think that private construc- 
tion of houses has passed its peak. So far, the re- 
cession doesn’t mean much; since the level has 
been so very high. It's now estimated that in ‘48 
there were 925,000 starts on permanent housing 
units; and that’s within some 12,000 units of the all- 
time record set in ‘25. Of course the ‘48 house was 
more complex than the ‘25 affair. 


OFFICIAL ESTIMATES for this year, 875,000 units. 
But Federal men think there'll be a big increase in 
public construction; hospitals, schools, and post of- 
fices. The big expansions in private construction 
will be in churches, hospitals, recreational build- 
ings, private-school buildings and college expan- 
sion. Private-housing construction may decline, as 
indicated above; and there'll be much attention 
given to the working out of smaller housing units. 


CONSTRUCTION COSTS are a continuing head- 
ache to the industry. They increased by 10 percent 
in ‘48: as they'd done in ‘47. Much difference of 
opinion; but it isn't sure these costs have reached 
their top limits. Commerce and Labor think the 
total national expenditure for new construction in 

‘9 will be about $18,750,000,000; an increase of 
nearly a billion over the ‘48 figure. But they don't 
expect physical volume to increase by a like per- 
centage. 
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4TH ROUND WAGE BOOST, which now seems 
possible but neither as sure nor as hefty as it looked 
two months ago, could send building costs to still 
higher levels. Analysts close to the job say that 
building costs, if they decline at all, are not likely 
to retreat by more than five percent and are likely 
to stay, on a general average, at about the ‘48 
levels. These sustained costs help explain the pres- 
sure for public housing. 


THE MORTGAGE BANKERS ASSOCIATION, 
speaking through Governor Wallace W. True, sug- 
gests that the dollar value of residential real estate 
will settle eventually at about 40 percent higher 
than the pre-war figures. Note well that this predic- 
tion is NOT for ‘49. As stated above, the usual 
guess for this year is about the same as for last 
year; maybe a little lower if buyers get extra tough, 
a little higher if wages generally are increased. 


BETTER WATCH IT, this nervous-prosperiiy thing. 
According to the men who ought to know, the old 
gray mare she ain't what she used to be. Still 
pretty good; but the post-war economy is feeling 
its age more or less. Farm products prices have 
sagged, but support buying has checked a serious 
break that could have spread to industrial and gen- 
eral retail fields. It’s pretty much a buyer’s market, 
except for steel, television and automobiles. 


GUARDS AGAINST RECESSION: Most businesses 
have been fixing up defenses. Physical inventories, 
taking averages of all industries, are some 40 per- 
cent above pre-war figures; while production stands 
at about 75 percent above pre-war, and sales about 
60 percent above. This page doesn’t have the exact 
figures of the building-materials industry, at the 
moment; but they are about the same. This indi- 
cates caution in the handling of inventory. 


UNCLE SAM and State and local governments 
have big stand-by files of public works that can be 
started quickly if they’re needed to support the 
economy. This year, we're told, the Federal gov- 
erment will spend about 45 billion dollars; State and 
local governments about 15 billions. This means 
total expenditures, of course; not merely construc- 
tion. It's 25 percent of the estimated national in- 
come. Such expenditures in ‘29 were 12 percent. 


CUSTOMER LOANS: Better be sure you know 
where to get them and how to keep them oiled up. 
Rising difficulty in getting loans explains a lot about 
those fewer housing starts. This is one reason the 
FHA plans to ask Congress for a renewal of Federal 
aid for low-income housing projects. And don't 
forget that the FHA will guarantee some non-hous- 
ing loans; small loans for erecting or modernizing or 
repairing commercial buildings. 
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Sell Fennvernon.... not just ‘window glass” 


























YOu MAKE MORE FRIENDS; get more business, when you sell quality “Pennvernon”— 
not just “window glass.” For “Pennvernon” meets the most exacting requirements 
of good sheet glass. It has excellent visional properties. And its brilliant surface 


finish, on both sides of the sheet, makes it possible to glaze either side out. 





It’s good business to: Sell “Pennvernon”—not just “window glass!” 


Pennvernon Window Glass 


PAINTS - GLASS - CHEMICALS - BRUSHES 


PLASTICS 


PITTSBURGH PLATE GLASS COMPAN Y 
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The shifting tides of population—the ebb and 
flow of family migrations from area to area, 
from farm to city and vice versa during the 
dynamic times since the end of the war—have 
worked a major revolution in the customer 
background of the average dealer operation. 


An examination of your ledgers will reveal 
that many of the repeat buyers of prewar days 
are not repeating! 


Dissatisfaction with shortages, prices, faulty 
service and inability to handle their require- 
ments may have turned some away, but most of 
the repeat buyers you have lost have moved out 
of your trading area. And customers of other 
dealers have moved into yours! 





How about these newcomers? Where are they 
going for their light construction needs? 


What is your position with relation to your 
competition in this important area? 


If we remember rightly, Lesson No. 1 of mer- 
chandising is that Business goes where it is in- 
vited. 


Why not start right now an aggressive and sus- 
tained campaign to make new customers out of 
the families and businesses that have moved into 
your community in the last eight years? 


Why not advertise an open house (with ap- 
propriate souvenirs) for new residents? 
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GET A NEW HOLD ON CONSUMER TRAFFIC 


A merchandise certificate in nominal amount 
will attract many. 


Another technique is to carefully check the 
property transfer records, and by direct mail or 
personal solicitation contact each new owner. 


Your Chamber of Commerce, too, may be pro- 
viding a new resident list to food retailers and 
department stores. Why not to you? 


But the best technique is to continually ad- 
vertise those things which the newcomers will 
need—new homes, repairs and improvements, 
carpentry service, painting, masonry and the 
1001 ready-to-use items you have for sale. 


It is never too early to establish in your com- 
munity the habit of coming to you first when 
anyone needs the services of the building indus- 
try. 


Remember—consumer traffic in this changing 
world needs continuous direction through solici- 
tation and service. 


Making customers is the superior way to make 
sales! 


EDITOR 
















POINT OF 
SALE 





Merchandising 


It’s a natural for tie-in selling and promoting the impulse to 
buy. Here’s how fo use it for making bigger, more profitable 


sales 


Mo?st DEALERS now recognize 
that merchandising is the best 
method to build sound, more profit- 
able sales in the months and years 
immediately ahead. One aim of 
merchandising is to get the cus- 
tomer inside your store instead of 
going elsewhere to spend his buy- 
ing dollars. But once the customer 
is inside the store, the job is only 
half done. From that moment on, 
the action required of the dealer 
might be described as promoting 
the impulse to buy at “the point of 
sale.” 


Some items lend themselves bet- 
ter to promotion than others at this 
crucial point. Bulkier products, 
such as lumber, are often easier 
sold by taking the customer to see 
a knotty pine paneled room in the 
home of a satisfied owner. But 
nearly every small product for sale 
in the retail lumber yard lends it- 
self to store display in a manner to 
promote buying at the point of sale. 


DEALER’S PROBLEM 


THE gist of the problem the lum- 
ber dealer faces today in getting a 
fair share of the consumer’s dollar 
is to make the consumer want to 
buy building products, and then 
make it easy for him to buy. It is 
in the solution of this problem that 
smaller products, effectively dis- 
played in the showroom and tied in 
with other products to make a pack- 
age sale, can be of utmost impor- 
tance. 


Hardware for the home and farm 
buildings, is one of those items that 
is a tie-in sale natural. When an 
owner buys a window, a screen 
door, a cupboard or an outside 
door, he is thinking primarily of 
closing an opening. The hinges and 
locks are incidentals even though 
necessary. Hence the dealer who 
makes them a tie-in at the same 
time the major sale is made can 
almost invariably sell the hardware. 
And it is a type of goods where 
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quality is easy to sell because the 
extra for quality makes only a small 
increase percentagewise. 


MAKE USE OF GLAMOUR 


THE same general story holds 
true for the house job. Anyway 
you cut it, and important as it may 
be, builder’s hardware is incidental 
to the main bulk of the building. 
It is not only easy to tie in with the 
complete bill of materials—it can 
be used as an additional sales lever. 
For the average two percent that 
quality hardware amounts to in the 
typical house bill, the dealer can 
show the prospect a glittering ar- 





ae id 
boca ano 





ray of materials that will enhance 
and beautify the finished house. 

Hardware for the home is one of 
the most adaptable products in the 
building materials field to use in 
store displays. It is small enough 
to be concentrated; it is bright 
enough to add color and glamor, 
and flexible enough to be displayed 
in numerous situations. 


EASY TO DO 

IT CAN be displayed by itself, 
AND it can be displayed in use on 
displays of doors, cabinets, win- 
dows, storm sash and _ screens, 
model kitchens and bathrooms. Put 
your quality latch set on the yard 
door. Take your prospect over to 
the door, say, “This door is opened 
dozens of times every day. Yet the 
finish is still bright, the fit of the 
knob is snug, and the spring has re- 
tained its snap. This set will give 
you years of trouble-free service in 
your home.” 

Put a door closer on your store 
door. Point out to your prospect 
how efficiently it works. Put up a 
sign beside the door reading, “We 
estimate conservatively that every 
winter this door closer saves its 
original cost two times over in fuel 
conservation.” 

The dealer who displays the inci- 
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PLACE this sign on a cabinet har‘- 
ware display just inside the front door. 
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Hardware for the Home 





that require hardware to install or 
operate.” 
As long as customers buy lum- 





















he ber and millwork, they will also buy 
in builder’s hardware. Where could it 
gh be more logical to buy that hard- 
ht ware than at the lumber dealer at 
or, the same time the lumber and mill- 
ed work are purchased? The natural 
tie-in sale! 
If, HARDWARE FOR TIE-IN SALES 
on ALTHOUGH most dealers carry 
in- some hardware and many carry a 
ns, very wide range, there is a par- 
rut ticular type of hardware that every 
urd dealer can profitably carry and pro- 
to DON’T let your customer buy a sash mote whenever he sells lumber, 
1ed without selling him the incidental hard- millwork, wallboard and insulation. 
the Sole we be ne el sscad —— This includes whatever is necessary 
the the sale. - in the hardware line to complete a 
re- house, a barn, a garage or any 
‘ive other building where materials are 
foes tual cupboard. And who knows, he sold at the retail level. , 
may buy the cupboard too. That’s This range of products includes 
ow the way tie-in sales work. builder’s hardware, cabinet hard- 
oy A short time ago, an official of 
We the National Retail Hardware As- 
weil sociation made this statement: 
its “The retail hardware dealer is 
fuel fighting a losing battle to retain 
control of the builders’ hardware 
nek market. It is a natural tie-in prod- 
uct for the lumber dealer when he 
: . sells the bill of materials for a 
dental hardware along with a win- house.” He might have added 
dow display can make an almost “ang whenever he sells a remodel- 
automatic tie-in sale. Attach a sign ing job or any building materials 
saying, “When you buy this window 
unit you are making a quality pur- 
chase. Insure complete satisfaction 
bY using ou quality lie of hard- NUMBER ofthe cards placed pe 
ware. Our “so-and-so” sash bal- tion, will help make nails a tie-in sale 
ancers, window handles and sash whenever possible. 
locks will give perfect operation 
and long lasting satisfaction.” 
SIMPLE BUT EFFECTIVE 
\ODEL kitchens and model bath- 
rooms displayed in the lumber store 
are naturals for showing off hard- 
ware. But how many dealers use 
them effectively? Why not put up 
this sign on the cabinet hardware 
display. “To see these materials in 
neoll action, visit our model kitchen (or 
5 nai bathroom) at the east side of the 
Store.” The prospect is much more 
likely to buy when he sees how neat 
the hinges or knobs look on an ac- 
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INSTALL a door closer on the store 
door. Use this card to suggest that cus- 
tomers can also save money by buying a 
door closer for home use. 


ware, garage door hardware, storm 
door and screen hardware, hasps 
and hinges, bolts and screws, and 
nails. There is not a single lumber 
dealer in a big store or small, city 
or country town, who cannot sell 
these items on a more profitable 
basis by using tie-in sales and dis- 
plays to promote impulse buying. 


HOW TO START AT LOW COST 


ONE big merchandising advan- 
tage of hardware commonly used in 
homes and farm. buildings, is the 
fact it does not require a super 
store to be effective. A dealer with 
an old store can launch the begin- 
nings of a merchandising display 
program by setting up, with little 
expense, an attractive panel of cabi- 
net hardware just inside the front 
door. He does not need to have 


PRICING of many items, dime-store 
fashion, gives the customer a chance to 
choose material that fits his pocketbook. 
Just another inexpensive touch that 
makes buying easier. _ 


50 


an elaborate kitchen display to 
show samples of the hardware in 
use. On one wall of the store, he 
can put up, again at little expense, 
four or five sample cabinets. On 
these he can mount samples of the 
knobs and hinges shown on the cabi- 
net hardware display. On a table 
beneath the cabinets, he can place 
descriptive literature and perhaps 
a scale model kitchen (as supplied 
by manufacturers) to show how a 
modernized kitchen looks. 


Then he can put a placard on 
the cabinet hardware display which 
reads: “See this attractive hard- 
ware in use on the cabinet display 
at the back of the store.” This is 
point of sale selling to promote 
impulse selling. It is simple. It 
is inexpensive to accomplish. But 
it contains the principles of dis- 
playing merchandise to make more 
sales. 


The big plate glass show win- 
dows, the movable island displays, 
traffic aisles and many other com- 
plicated and subtle features of 
point of sale display have all. been 
devised to make it easier for the 
customer to buy more goods on 
impulse. They are sound and basic. 
They can bring in greatly increased 
sales and profits. But it is not 
necessary, and often not advisable, 
to jump into all of them at once. 
Rough and finish hardware for the 
home is a natural and inexpensive 
way to launch into a consumer 


INSTALL one of your best home lock- 
sets on the yard door. Then call atten. 
tion to how well it stands up under 
heavy use. A display card such as this 
will do the trick. 


merchandising program without 
the immediate expense of an all- 
out changeover. 


SALES ATTITUDE IMPORTANT 


PERHAPS the hardest, and by all 
odds the most important feature 
of point of sale merchandising is 
the salesman’s attitude toward his 
products. It is necessary that he 
cease regarding a product as a 
separate item and begin thinking 
of it in terms of how the customer 
wants to use it. This simple change 
in point of view opens up the 
whole field of tie-in selling and 
leads naturally to selling all the ma- 
terial a customer needs to do a com- 
plete and satisfactory job. 


The salesman who meets his cus- 
tomer in this frame of mind is in 
a position to sell more related 
items, and to do a real job of build- 
ing customer goodwill that means 
repeat sales. 


In the salesman’s approach, as in 
the actual displaying of the mate- 
rial, hardware for the home and 
farm buildings offers a tailor made 
opportunity for the dealer to get 
into consumer, point of sale sell- 
ing. Hardware items are needed 
in the application of almost every 
major product sold by the retail 
lumber dealer, and a bright, at- 
tractive stock, commensurate with 
the size of the yard, can be stocked, 
displayed and sold inexpensively. 

The next time your wholesale 
hardware representative calls, why 
not ask his advice and help in a 
merchandising program to promote 
tie-in sales at the “point of sale.” 
It means bigger profits and a big- 
ger share of the consumer’s dollar. 
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Free Ads Build Readership for 
Mississippi Dealer’s Direct Mail 


HE PROMOTIONAL KICK 
provided by a lost mule ad- 
vertisement has made Thigpen’s 
“Store News” in Picayune, Miss., 
a successful advertising venture 
for S. G. Thigpen, proprietor. 
When Mr. Thigpen first pub- 
lished his four-page promotional 
newspaper 24 years ago, he re- 
ceived litle response from his read- 
ers. At that time the paper con- 
tained nothing but Thigpen’s own 
ads and local news. One day a 
farmer asked Mr. Thigpen’s help in 
locating a lost mule. The adver- 
tisement resulted in the return of 
the mule and a letter of thanks. 
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Since that issue Mr. Thigpen has 
inserted free ads for his readers. 
These free ads have quadrupled 
the readership of his paper. Scores 
of these classified ads are included 
in three of the four pages of each 
issue. Page one is given over to 
several of Thigpen’s display ads, 
news notes, anecdotes, bus sched- 
ules, post office and banking hours. 

Thigpen’s runs classified ads of 
its own among those submitted by 
its readers. A recent issue in- 
cluded an ad asking for the return 
of a lost Jersey bull; for sale ads 
offering items as diversified as 
pony mules and calla lillies; wanted 
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CLIPPINGS above and at right, are typical of news items, display ads and free 
classified announcements that appear in the “News.” Some 7,500 copies are published 


every six weeks. Page size is 12 x 18. 
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ads ranging from a farm to a 
kerosene chicken brooder. 


Some 7,500 copies of each issue 
are printed at a cost of approxi- 
mately $115 per issue. The page 
size is 12x18. A total of 4,200 
copies are mailed to box holders 
within a 25-mile radius; 1,000 
copies are hand delivered and the 
remainder are picked up by pedes- 
trians from a box in front of the 
store. Every copy is taken before 
the next printing. An estimated 
15,000 people see every issue. 


Cost per copy, including one- 
cent postage, is under three cents 
per issue. The News is published 
every six weeks. 


As a unique combination of di- 
rect mail promotion and neighborly 
service, the News has_ proved 
doubly effective. 
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Be sure to see the new Frigidaires 
at Thigpen’s. Most people want Frigi- 
daire because of its long dependable 
service to people everywhere. They are 
now available in the new 1949 models. 





Unusually fine 4 Herford and %$Hol- 
stein 6 month old bull for sale, extra 
large for age, $125. Telephone 476M4 
Pearl River, La. 





Field fence now on hand at Thigpen’s. 
You can come to this store NOW. and 
get the fence you need for this winter 
and spring. 





7 room house with all modern con- 
veniences on large lot on main highway. 
at Pearl River, La. telephone 476M4. 





Doors and windows in stock at Thig- 
nen’: and the prices are right. 


LOST: Ladies red wallet at style show 
on Thursday night of the Livestock 
Show containing drivers’ license, social 
security card, class ring, and some 
money. Reward Mrs. Jake Stockstill, 
phone 545J, 821 Curran Ave., Picayune. 





WANTED—-To lease a faim of 30 to 
40 acres for one year with ontion to 
buy at the end of the year. Please give 
all details in first letter. .Wm. H. Mor- 
gan, 4951 Western St., New Orleans, Lu. 





FOR SALE—Hatching eggs Cornish 
Game cross on Austra White Hens. 
Pullorum tested. 15 eggs postpaid 
$1.50. Fine for fryers. Mrs. Pridge 
P. Odom, 900 N. Curran Ave., Picayune, 
Miss. 
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G. H. ZIMMERMAN, vice-president and general manager, Wm. Cameron & Co., Inc. is well 
known as a leader in the building material industry. Roy L. Jacobs, right, heads a staff of 
specialists who cater to consumer needs. 


Specialist tu Home Styling | : 


HIGHTY years of experience and know-how lie be- 
hind the slogan of Wm. Cameron & Co., Waco, 
Tex.: “Home of the Complete Building Service.” The 
Cameron operations now include 85 retail building 
materials stores; 18 wholesale- building material 
stores; the IDEAL Manufacturing Co., makers of 
Ideal Brand Millwork, and a wallpaper and paint di- 
vision that does both wholesale and retail selling. 










WALLPAPER FROM CAMERON'S 
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Cameron’s complete building service includes plan 
drawing, construction supervision and arrangements 
for financing of new homes; remodeling of old homes, 
kitchen installations and similar jobs. A staff of spe- 
cialists cater to consumer needs. 








ALONG with its comprehensive newspaper campaign, 


cor WM. CAMERON 8 CO. Cameron uses radio and direct mail to reach the max- 


@ “ [Home OF THE COMPLETE BUILOING Service” 


| eer Enon & C2 SESE imum number of customers. Below are two sample 
M. CARRENT ouome ; radio spots. 





4 
CAREFULLY-PLANNED newspaper advertisements play up ee . : 
two of Cameron’s major products, wallpaper and paint. At the Nothing else that costs so little can add so much 
same time these advertisements emphasize the Cameron store to the beauty of the home as wallpaper. That applies 
as the “Home of the Complete Building Service.” especially to wallpaper selected at William Cameron 


SINCE thousands of women shop at Cameron’s annually, a beautiful lounge, left, has been set 
aside for them. Space occupied on the first floor by the wallpaper and paint store is 120x140 
feet. Interior, right, shows view of a consultation and display room. 
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Wm. Cameron & Co., Waco, 
Tex., points its sales toward 
the items needed fo provide 
a complete home decorative 















Wan C&aMERON & COMPANY 
waco as 


service | HARRY t, SPICER 

and Co. For a wide choice of beautiful wallpaper, the floors will be comfortable and safe for the children 
kind you will be proud of, go to any William Cameron to play on. William Cameron and Co. suggest that you 
and Co. store. let them install a floor furnace in your home now. 

= > & Easy payments will be arranged. William Cameron 
“For new homes; for old homes; large homes and and Co. floor furnaces operate on gas or butane. 
small homes, William Cameron and Co. recommends They’re automatic; they’re clean; they’re economical. 
floor furnaces for delightful, economical heating. Don’t put it off; have Cameron install an automatic 
Every room in the house will be warm and cozy; the gas or butane floor furnace in your home now.” 








S 
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e 
ART SUPPLIES, picture moldings and frames are displayed along the walls of the corridor 
leading from the main sales room in the wallpaper and paint store. Art gallery, right, is also 
S i feature of the wallpaper and paint store. 
n 


FLOOR arrangement of the wallpaper and paint store, left, was under the direction of Roy 
Gaither, executive vice-president in charge of retail operations. Oriental rugs, right, have been 
sold at the Waco wallpaper and paint store for 10 years. 
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Merchandising 
at the 
Crossroads 


Washington State dealer finds himself in 
middle of shopping center — capitalizes on 
opportunity 





KAY LUMBER Company, in conjunction with the adjoining 

hardware store, is equipped to give the home maker and home 

builder one stop service with a time-payment plan that makes 
buying easy to finance. 


A DOZEN YEARS ago Kay Neumann opened a 
small building materials store at a likely cross- 
roads in western Washington. Seattle was 15 miles 
away on the far side of Lake Washington, an effective 
barrier which kept Seattle shoppers from reaching the 
location. But Neumann had his eye on the future. 


The first few years his customers were farmers 
and village people; his building materials were sold 
to make barns, chicken houses, small homes and to 
do remodeling work. His operation was typical of 
thousands of other successful retail lumber yard 
operations. 


But today the original operation is a thing of the 
past. In its place is a modern store based on one of 
the latest selling techniques—the shopping center. 
The story of Kay Lumber Company emphasizes the 
importance of planning for the future. The future 
Kay Neumann had his eye on has come to pass. Lake 
Washington has been bridged for auto traffic and 
fast growing Seattle is rapidly expanding all around 
Neumann’s original location. 


Today Kay Lumber Company is right in the 
middle of a rich home market, and has a backlog of 
a steady rural market built through the years. But 
the key to Neumann’s success is the shopping center 
that has been erected to serve the buying public 
which the new bridge made available. Seattle resi- 
dents, either prospective home builders in the area 
or plain shoppers, are now only a few minutes drive 
away. 


Neumann, along with 30 other merchants repre- 
senting almost every sort of consumer product and 
service, has cooperated to build a shopping center 
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KAY LUMBER Company near Seattle. Building materials 

store is one of 30 separate retail units that cater to nearly 

every consumer need. Hardware store at right is owned and 

run as separate business, but the two concerns are combined 

under one roof to make a modern “Home Makers Center” for 
convenient, packaged selling. 


that makes buying by auto easy and convenient. 
There are seven blocks of covered sidewalk and angle 
parking space for 1,000 cars. A patron can drive 
to the center without getting tangled in downtown 
traffic, can park just once at a free space, and take 
care of most of his buying needs. 

All the various stores are built to modern specifica- 
tions and designed to make them attractive and to 
give a feeling of unity to the center. Each store 
builds business for the others. When a customer 
comes to buy one product, it is easy for him to go to 
adjoining stores to buy other things. 

Neumann built his new yard three years ago. It 
matches the other stores for attractiveness, and is 





BUILDING materials sales are made in this modern room 

with many product displays on the floor. This corner features 

paints. Lumber and bulkier materials are stored under cover 
beyond windows. 


modern in its merchandising approach. It is oper- 
ated as a packaged home store where the prospect 
can get all the materials at one time. 

When Neumann built the yard, he also built a 
large, attached store next door. This he leased to an 
experienced hardware man. Although the businesses 
are operated separately, the prospect can get his 
hardware under the same roof, and hardware and 
building materials can all be included in the same 
time payment plan. 

Kay Neumann’s Kay Lumber Company is just an- 
other indication that it pays off to operate a business 
on a long range plan instead of on a day to day basis. 
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Effective Lumber Storage -- 
Thrifty Lumber Handling | 


Kay Neumann adapts big mill methods to small yard 
operation to cut costs and expedite deliveries 




































































GENERAL view of open type lumber shed employing an over- 

head crane. Mill shipment of lumber on truck in foreground 

will be backed under crane for quick unloading and distribu- 

tion to proper piles. System is extremely flexible and requires 
minimum of yard labor. 


T HREE YEARS AGO when Kay Neumann built 

a new building materials store as part of a su- 
burban Seattle shopping center, he also erected a 
lumber shed that incorporates some unique ideas for 
small yard lumber storage and loading. 


Basically the method is similar to the way many 
of the big mills in the Seattle area handle millions of 
feet of lumber daily with dispatch and efficiency. An 
overhead crane is the answer. Neumann deals in 
terms of thousands of feet daily instead of millions, 
but savings and convenience have been parallel. 

Around two sides of the lot behind the new store 
Neumann erected a shed 28 feet wide and approxi- 
mately 30 feet high. Each wing is 200 feet long. A 
monorail runs through the center of the shed its entire 
length and around the corner where the two wings 
meet. The*front side is supported by widely spaced 
steel posts which in turn carry steel trusses. The back 
side is framed up and covered with steel sheathing. 


The crane is operated from the ground by means 
of a long flexible control cable which governs both 
horizontal and vertical movement. Up to three thou- 
sand feet of dry lumber is handled per load in slings. 
The operator not only controls the hoist but is on the 
ground and has one hand free to direct the load onto 
the storage pile or truck. 


Each length and grade of lumber is allocated a place 
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ONE of Kay Lumber Company’s modern trucks backed under 
monorail for loading. Notice control cable in hand of man on 
truck. He controls both vertical and horizontal movement of 
load by push buttons on cable. Left hand is free to guide load. 
No lumber is ever inaccessible when overhead crane is used. 


along the length of shed. The crane picks up mill 
delivered lumber and puts it in storage. Piles can 
be built up to considerable height as in the case of 
lumber handled by lift trucks. It is also accessible 
for removal at all times and without moving any 
other piles. 


Occasional spaces are left free to back the truck 
into the shed under the monorail. The operator picks 
up the required lumber, transports it overhead to the 
truck, and drops it down in place. This system of 
loading works so efficiently that Neumann employs 
only one full-time yard man. An office man helps 
when needed. 


The company uses two trucks but only ‘one truck 
driver. While the driver is out delivering one load, 
the yard man loads up the other truck. Nearly full 
two-truck capacity is maintained with one driver, due 
to the speedy hoist loading. 


Neumann is very satisfied with his material han- 
dling arrangement. It would appear to be worthy 
of consideration in many cases where retail managers 
expect to remodel their yards or rebuild new. The 
chief localities where the system might not be appli- 
cable would be in regions of very heavy drifting 
snow or where extra high winds would require addi- 
tional heavy bracing of the umbrella type shed. 
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Profit Making Forum 


Got jig saws and all kinds of 
power tools for Christmas. 
And lots of Pops and craft- 
minded youngsters already 
have ’em. So how about packaging odds and ends of 
waste materials and selling them to the hobby trade. 
With a little ingenuity, the man in the family can 
turn a lot of scraps into toys, serving trays, salad 
bowls. 

If at first glance the profit seems small, remember 
the demand is steady. Particularly in the coming 
months. And that means steady exposure to all kinds 
of other higher-profit merchandise in your yard. 


WOMEN — ARE JUST 
NATURAL “FIXERS” 


LOTS OF POPS 


If they aren’t rig- 
ging a new veil on 
a new hat, they’re 
changing the posies 
on an old one, or pushing the living room furniture 
around in a new arrangement. This is certainly a 
basic instinct to be reckoned with and one than can 
bring in a lot of incidental paint sales in the next 
few indoor months .. . sales that can well lead to wall 
paper, wallboard and other bigger sales. 

With some smart promotional prodding from you, 
your lady prospects will take to a paint brush like a 
duck to water. And from there it’s just a short, 
easy step to, “Oh, darling—I saw the darlingest wall 
paper (... or “kitchen cabinet”... or “corner cup- 
board”) at Millerton’s today!” Just “leave it to the 
girls.” The trick is to get them started. 

No trick at all this easy way! For a traffic-stopper 
and idea-hatcher, get a good-looking demonstrator 
to put in a few days in your biggest display window, 
merrily daubing away at children’s furniture, break- 
fast room chairs, step ladders, bread boxes and kitchen 
cannisters with your gayest, prettiest, most striking- 
colored quick-drying enamels. If there’s anything 
that piques curiosity and draws a crowd, it’s seeing 
some one else work! Particularly when it happens 
to be a pretty girl! 


DO YOU HAVE A “J.H.” 
ON YOUR STAFF? 


Recently 
a man — whose 
charge pur- 
chases are 
worth several thousand dollars a year to a certain 
firm—received a letter from the company advising 
him that his account was greatly in arrears regard- 
ing payment for merchandise which, incidentally, he 
had never purchased. Another customer should have 
been billed for it. That was a bad enough “boner”’— 
but to make matters really dandy, the company execu- 
tive writing Mr. Charge Customer, very coyly signed 
his letter “J. H.” 

No penned signature, no typewritten signature. 
Not even a clue as to whether the mysterious “J. H.” 
represented the credit department, the accounting 
department or the adjustment department. 


By Norm Advertising, Inc., New York, N. Y. 
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Cost to the Customer: Countless telephone calls 
before he could even isolate the foolish young man 
holding down a responsible position. 

Cost to the Store: The astonishment and anger 
of the head of a large family with terrific purchasing 
power . .. because someone was foolish enough to 
initial instead of sign a letter. 

If this can happen in one of New York’s finest de- 
partment stores, it can happen to you. Make a ran- 
dom check every six months, of your executives’ cor- 
respondence files. 

Are your customers getting specific answers to their 
written inquiries and selling answers? Are adjust- 
ments by mail cleared up promptly? Remember, every 
poor, lazy or vaguely expressed letter costs you 
that much more money in salaries as well as ill will; 
because it invariably requires another letter to make 
up for the confusion of the first. 

Are the letters going out in your yard’s name every- 
thing you assume them to be in tact, courtesy, help- 
fulness and intelligence? Or do you have a “J. H.” 
on your staff, unintentionally undoing the good work 
you’ve taken years to build up? Better check now... 
and periodically. 


THERE’S NOTHING 
LIKE CHARM 


And nothing like 
charm and friendly, 
lighthearted humor to 
disarm the customers. 
Every once in a while supplement your regular ads 
with a gay, amusing little ad on Courtesy. 

To cock more eyebrows over your ad than compet- 
ing ads, use a provocative caption and serio-comic 
copy something like this: 

“THERE ARE MORE ‘EMILY POSTS’ ON OUR 
STAFF! ... 

Take Joe—always fishing kids out from behind our 
paint cans or roofing samples so their mammas won’t 
worry or run out of Blaine’s without ’em! 

Or take our Mr. Preeble . . . Preeble’s so anxious to 
see that you get all your nice packages of new hard- 
ware home safely, he insists on making the string go 
round twice—we have an awful time keeping him in 
string! 

Then there’s Miss O’Toole . . . she’s the girl with the 
cute telephone voice who always tries to make sure you 
get THE RIGHT person THE FIRST time. And Mor- 
timer who’s a sissy about tracking mud into your house 
when he’s delivering your new insulation or kitchen 
cabinets. He likes to make sure you’re as pleased with 
his deliveries as you are with your Blaine purchases. 

They’re as nice a bunch to work with as to buy from, 
too. Come in and see us if you haven’t already. . . 
Where Courtesy Really Counts!” 

BLAINE LUMBER CO. 
77 Main St. Tel. 327 

P.S. to Mr. Advertiser: Note how deftly product 
names have been worked into this copy—and how 
many of them, to let each reader know exactly what 
you have to sell without spoiling the gaiety and fun 
in the ad. Note, too, how painlessly but carefully the 
company name has been worked into the copy not 
once but twice—something better left out in copy 
where it can’t be done as deftly. 
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Snow Tonight—Clear Tomorrow is much 
more than a weather forecast. It’s an ideal 
slogan for the thousands of rugged GMC 
trucks that work while we sleep to keep the 
highways open for safe, speedy travel. 


GMC extra value shows up best when work- 
ing conditions are at their worst . . . because 
chassis are truck-designed and truck-engi- 
neered from radiator to rear axle . . . because 
power plants have the same basic design 
and features as those of the durable and de- 


**Arm 99 j THE TRUCK 
pendable GMC y Workhorse” engine. A -am GMCs are available in light, medium 


Whether your hauling job calls for “‘tough rise bape y fe ion m a 
yduct going” or “smooth sailing”’ . . . the extra Diesel engines . ie with » aan 
how [Stamina built into every GMC means extra and equipment options that permit 


: miles nomical operation. truck and tractor types exactly suited 
a amie ST, a _ ” to every building supply hauling job. 
y the 

not § GASOLINE e DIESEL 


cPY FGMC TRUCK & COACH DIVISION © GENERAL MOTORS CORPORATION 
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CLAIR W. KILLEBREW, manager. 


EMODELING — attics, kitch- 
ens, bathrooms and similar 
projects—is a specialty of the Grier 
Lumber Co., Cheyenne, Wyo., man- 
aged by Clair W. Killebrew, who 
has spent a quarter of a century in 
the retail lumber business. 
Prospects are secured through 
newspaper advertising like the 
sample shown on this page. This 
ad quickly followed a Cheyenne 
Chamber of Commerce ad that had 
made a public plea for housing for 
civilian and military personnel. 
The immediate result was several 
inquiries. 
Mr. Killebrew himself frequently 
goes out to do the preliminary esti- 
mating for remodeling jobs. If bis 
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|HOME OWNERS 


Let Us Help You Make 
Your Home a 


~ PAYING INVESTMENT 


Convert that spare bedroom or unfinished basement 


Inquire About Our Home Planning 


@ We now have the materials for an attractive re-converted apartment 
@We will assist you in the planning of this new construction 
@We will help you select a qualified contractor for the job 


On-the-Spot 





estimate is satisfactory to the home 
owner, Mr. Killebrew turns the job 
over to one of several contractors 
with whom he cooperates. 

In remodeling one section of his 
store Mr. Killebrew has used wall- 
board behind the consumer courter 
as a means of demonstrating the 
advantage of dry wall construction 
in remodeling jobs. By using a 
joint tape for plasterboard and 
smoothing out the rough edges with 
a buffer, then applying a coat of 
water paint, the joints have proved 
just as strong as the wall itself, 
and the joints are invisible. 

Incidentally, the practical dem- 
onstration of dry wall construction 
in the Grier Lumber Company’s 
store has already led to several re- 
modeling sales. 


Sells Remodeling Jobs 


Cheyenne, Wyo. dealer also takes newspaper 
display space to secure hot leads 


Demonstration 




















USING dry wall construction in the re. 

modeling of its own store makes it easier 

for Grier salesmen to sell remodeling 
jobs. 
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PROVIDE NEEDED HOUSING FOR CHEYENNE x % 







USE OUR CONVENIENT CREDIT PLAN 


GET WER: 


CLAIB ey Manager 
: 16th and Evans i Phone 3161 | 


QUICK followup of the Cheyenne Chamber of Commerce ad by Grier Lumber Co. led to 








LANDLORDS 


U0 YOU WAVE APARTMENTS 


We are going to place 200 desirable 
tenants — civilian ahd military per- 
sonnel — in rental properties in all 
price ranges, 


If, for any reason, you are withhold- 
ing rental property from the market 


culti ties, 







WE HAVE 
TENANTS 














List your facilities with us. You will 
deal directly with the proposed ten- 
= to whom we will furnish your list- 
ng. 






















sn will help you solve your diffi- 












CHAMBER OF COMMERCE 








CHEYENNE 





PHONE 3388 























several remodeling sales. 
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Increase Your Sales... 


GENUINE FURNITURE woods 
“for The Coaftamas Who Care 


‘PLYWOOD. 


PINE CABINET Er PANELS 
stampa CRAFTSMANSHIP 





MANY Woops... . 
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with Aetna’s 
HARDWOOD PLYWOOD MERCHANDISER 


Now you can cash in on new ideas to build the sale of 
hardwood plywood. With Aetna’s plywood merchandiser, 
the “Easi-Sell” Display Cabinet, plywood sells itself. It 





the re: allows customers to see and select fine woods themselves— 
t easier helps build a permanent repeat business and boosts your 
odeling profits. 





The ‘Easi-Sell’” Display Cabinet is handsomely finished and 

comes stocked with 60 pieces of 30” x 60” hardwood ply- 

wood including Walnut, Birch, Oak, Gum and Mahogany, 

the 5 most popular hardwoods. An attractive, space-saving 
-_ addition to your plywood department. 


Dealers in 17 states are proving the value of this sales plan 
daily. You, too, can increase your sales and your profits. 


BUY THE CABINET AND IT'S EASY 


Be 
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YOU GET .... 


FREE ADVERTISING MATS 


—Cleverly designed eye- 
catchers to help build your 
hardwood plywood business. BIRCH: GUM 
Readily fitted into your reg- 


ed HY + OAK» WALNUT 
ilar advertising. MAHOGANY - OAK - WALN 
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FREE JR} JRE ANS e 
RES FURNITURE FLANSN |__wicdeen Gide Tobie 
—Actual working plans 
showing ‘how to make fine 
furniture using hardwood 
plywood. Real sales-makers 
that increase your service to 
the customer, 


* * * 


send for your free Plywood 
Buying Guide, Aetna’s Tele- 
ly Ticker price list. Gives 
ip-to-date data on over 50 














pecies of plywood. New 
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roducts like WAL-LITE 


Tileboard, CONSOWELD Plastic Sheets, DECO-PLY Embossed 
lywood and glues, wood fillers, bleaches ... all available 
om our large warehouse stocks. 


PLYWOOD & VENEER COMPANY 


1732 Elston Avenue, Chicago 22, Illinois 
Branch Warehouses: Grand Rapids 4, 
Mich.; Richmond, Va 

Sales Offices: Detroit, Mich.; Milwaukee, 
Wis.; Indianapolis, Marion, and West 
Lafayette, Ind.; Richmond, Va. 
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CABINET AV N-< 1171-5 
that’s Saleable...Profitable... get it 
Immediately from your Jobber 


Four different matched. sets...one to 
fit every price range. Attractive counter display 
boards to help you sell. Durable, clearly-identi- 
fied packages with all accessory parts. Get 
profit-making NATIONAL LOCK Cabinet 
Hardware from your jobber. It will move fast. 














AMPLE parking space is available near 
the new building which is located on a 
shady street. 





Two-Way Profits from Roofing Sales 


B. J. Pierce of Searcy, Ark., finds a new roof for homes 
and business establishments is a natural springboard to 
sizeable sales of paint, millwork, even remodeling jobs 


ROMOTING THE sale of new 
roofs helps the B. J. Pierce 
Lumber Co., Searcy, Ark., to sell 
a large volume of repair and home 
supply items from the attractive 
new store and yard. Mr. Pierce 
spends much of his time checking 
the condition of roofs in his sales 
area. From a store filled with a 
variety of building supplies and a 
yard well stocked wth dimensional 
lumber, he uses roofing as the sales 
basis of the repair volume he wants. 
Mr. Pierce, who grew up in the 
lumber business his father owned, 
picked roofing as his No. 1 item for 
promotion because a run-down roof 
discourages an owner from making 
other repairs, especially on in- 
teriors. 
PROMOTES OTHER SALES 


“A NEW roof,” he says, “sells 
paints, wallpaper, screens, doors, 
and sometimes extensive remodel- 
ing. I like to promote it because it 
is profitable in itself and wins cus- 
tomers who are interested in im- 
proving their buildings.” 

Mr. Pierce’s current roofing cus- 
tomers include homes, business 
buildings, schools and churches. 
Many of these customers are not 
aware that their roofs are in poor 
condition until Mr. Pierce’s inspec- 
tion proves it. 

When a roof is found to need re- 
pairs Mr. Pierce induces the owner 
to come to the store to make a selec- 
tion from samples. The purchasing 
agents for schoois, churches, and 
other public buildings are induced 
to come to the store before the 
roofing sale is completed. Although 
roofing is highly profitable in its 
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PAINT is attractively displayed on re- 
cessed shelves. 


own right, Mr. Pierce wants roof- 
ing to promote the sale of those 
other items that the store shows at- 
tractively. 

Roofing is displayed on panels, 
and is not allowed to take up too 
much room in the store. A gener- 
ous sized panel, measuring about 
5 x 3 feet, is large enough for the 
customer to judge color, shadow 
lines, and quality. 





CUSTOMERS make their roofing selec- 


tion from panels, 
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Roofing displays are arranged 
close to wallpaper and paints, one 
of the reasons why a large percent- 
age of roofing customers also buy 
these highly profitable items. 


PAINT DISPLAY 

PAINTS are displayed in 
three attractive ways: by floor 
islands, on tables, and in handsome 
recessed shelves. The _ recessed 
shelves are built in units and add 
a decorative achitectural feature te 
the store. 

A number of contractors work out 
of the store and nearly always one 
or more are on hand to talk roofing 
with the customer. The contractor 
often assists in closing a large 
roofing deal sometimes totaling sev- 
eral thousand dollars. 

Contractors appreciate the sales 
efforts of this dealer that help them 
to get business for themselves, and 
show their gratitude in becoming 
the most valued customers of the 
B. J. Pierce Lumber Co. 


“The best contractors are no 
always the best salesmen,” said Mr. 
Pierce. “The dealer who really 
knows roofing is in a position tt 
create much business for the com 
tractors who patronize him.” 


PERSONAL CONTACT IMPORTANT 
PERSONAL contact sells roofing 
more than any other sales medium, 
said Mr. Pierce. He got his share 
of the $2,748,750 worth of new con- 
struction done recently in and 
around Searcy by his personal sales 
efforts that included close contact 
with architects, contractors, pur 

(Continued on page 94) 
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PACK RIVER SALES COMPANY 


Distributors of Kiln Dried 


Idaho White Pine — Ponderosa Pine 
Engelmann Spruce — Inland Red Cedar 
Fir and Larch 


xk 


Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 


x*k* 


Sales Agents for 


*Pack River Lumber Company, Sandpoint, Idaho 
*Northwest Timber Company, Gibbs, Idaho 
*Thompson Falls Lumber Company, Thompson Falls, Mont. 


*® Member Western Pine Association 


Sales Office; 


Sandpoint, Idaho 
P.O. Box 510 
Telephone 71 





Daily Production 190,000 Feet Kiln Dried Lumber 
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Every WILSON model is a heavy 
duty, precision engineered radial 
cutting machine. WILSON has 
exclusive features that make it the 
most accurate and profitable machine 
in the field today. 


@ Fast Precision i 
Cutting 

@ Heavy Duty 

@ Surplus Power 

@ Hairline Accuracy 

@ Perfect Balance 

@ Automatic Indexing 

@ Rugged Construction 

@ Last Word in r 


The most complete range of sizes and 
horsepower ratings on the market. 





Flexibilit Write for the name of your closest 
@ Lifetime is cation dealer. Some choice dealerships still 
Throughout available. 


Manufactured by 
FRANKLIN MACHINE COMPANY 
PROVIDENCE, R. I. 
“Manufacturers of Machinery for 150 years” 








@ Beautiful Finish 


Angle Cutting Bevel Cutting 
, Grooving Tenoning 
Routing Radius Cutting Jointing 





Rabbeting Dadoing 


Ripping 


Shaping Compound Mitering. Ploughing Fluting 
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Educational Roundup 


The University of Maine 


By Professor W. S. Evans, Head 
Department of Civil Engineering, 
University of Maine. 


THE FIRST GROUP of students to 
complete the Light Building Con- 
struction Option will be graduated 
from the University of Maine next 
June. Although this program had 
been under consideration since the 
early days of the war, it really 
started with the influx of veterans 
two years ago. From nothing, it 
has grown to be the most popular 
option in the Civil Engineering 
Department, there being about 25 
of the present senior class making 
this selection. It seems to be a de- 
sirable combination of the technical 
and non-technical, the practical 
and the theoretical. 


The Light Building Option as 
approved by the university is su- 
perimposed on a strictly civil en- 
gineering base. The students se- 
lecting this option get all the basic 
subjects common to all engineering 
curricula and all the basic civil en- 
gineering subjects taken by those 
selecting other options. These lat- 
ter include structural theory and 
design, highway and sanitary en- 
gineering, hydraulics, geology and 
soil mechanics, electricity and heat 
engineering. When the time ar- 
rives for registration as a profes- 
sional engineer there can be no 
question as to the man’s engineer- 
ing background, 


Courses peculiar to the Light 
Building Option are psychology, 
advertising and selling, account- 
ing, construction, theory and prac- 
tice, heating and ventilating, and 
contracts and specifications. Mov- 
ing picture and visiting lectures 
are used when occasion permits. 


It is well realized that this array 
of courses is neither sufficient in 
number nor broad enough in scope 
to produce a finished product. It 
is felt, however, that they form 
a background upon which a young 
man may build a successful career 
in any line of construction. Fur- 
thermore, if he so chooses, he may 
equally well go into the field of 
design or go on to continue his edu- 
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cation in any one of many fields 
of endeavor. 


Last year, although our gradu- 
ates received some good offers from 
the building industries, as a rule, 
these offers could not compete with 
those from other fields. Conse- 
quently, the better men went else- 
where. This year there will be 
more and better graduates but if 
the building industry wants them 
it must meet heavy competition 
from the heavy construction in- 
dustry, from consulting firms and 
from other miscellaneous groups. 


Massachusetts Institute of 
Technology 


By Professor Walter S. Voss, Head 
Department of Building Engi- 
neering and Construction 


THE FOLLOWING excerpt from 
the M. I. T. booklet Educating Men 
for the Building Industry adds 
significantly to an understanding 
of the educational needs of the 
light construction industry: 


The building industry owes most 
of what progressive accomplish- 
ment it has achieved to those far- 
sighted members of the industry 
who have had the courage to strike 
out in new directions. The industry 
stands acutely in need of more such 
men who are not only thoroughly 
acquainted with building practice 
as it stands, its methods, tech- 
niques, faults and shortcomings, 
but who are also alive to its place 
in the general pattern of the coun- 
try’s life. Those who understand 
how this practice modifies and is 
modified by that pattern, who are 
conversant with the new develop- 
ments in technology and are ready 
to apply them regardless of tradi- 
tions, will be great factors in the 
eventual readjustment and will aid 
greatly in the progress of the in- 
dustry. 


Mired in tradition, encumbered 
by outmoded restrictions and regu- 
lations, disorganized and split into 
multitudinous small units, prac- 
ticing antiquated methods and 
techniques, the building industry 
is nevertheless second only to agri- 
culture in its importance and in 


the magnitude of its operations. 
Its normal annual expenditure of 
seven billions has a far-reaching 
effect upon the economic life of the 
nation, and its product, shelter in 
the broadest sense of the word, 
vitally influences the environment 
and well-being of the nation’s citi- 
zens. If it were on a stable basis, 
the industry could act as a power- 
ful governor to keep the economic 
engine running smoothly; if pro- 
gressive in its methods, it could 
lead the way to improved living. 
In actuality its booms are the most 
spectacular and its deflations the 
deepest, accelerating the vicious 
economic spirals, whether upward 
or downward. Its product is so 
costly that it cannot supply an ade- 
quate and continuous flow of new 
construction to meet demand, and 
often is of such inferior quality 
that it constitutes a continuous 
drain for maintenance. These be- 
come serious drags upon any en- 
terprise. 

Building’s ramifications are man- 
ifold, touching all branches of sci- 
ence, engineering, economics, busi- 
ness and sociology. Yet, to a large 
extent, builders themselves often 
have little real understanding of 
more than one of these fields and 
their importance in the industry. 
It is to men who are definitely 
trained in more than one of these 
fields and who experience a genu- 
ine urge to move forward, that the 
industry will have to look for pro- 
gressive action. It is not enough 
to recognize the need of such men. 
A deliberate and vigorous attempt 
must be made to search out those 
members of the oncoming genera- 
tion who are possessed of the quali- 
ties necessary to assume the places 
of command. It is not sufficient 
that they possess only keen and 
penetrating minds, which is, of 
course, the first requisite. They 
must come from a background of 
heredity, family, home, church, 
school and community which has 
molded sterling character, a much 
more important ingredient than 
mere mental capacity. They must 
be possessed of dependability, loy- 
alty, personality, initiative, imag- 
ination, cooperativeness, courage 
and judgment, all attributes which 
have been proved time and time 
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again to be more important than 
mechanical proficiency. There are 
many such among the youth of the 
country. 

The two principal needs in the 
solution of this problem are to find 
the men properly qualified and then 
to give them the finest training pos- 
sible so that they may be equipped 
to perform their share in the ardu- 
ous task of bringing and keeping 
this great industry up to date. The 
usual curricula in the sciences and 
engineering undoubtedly provide a 
very desirable initial training but 
must not only be taught with the 


broader view of the industry’s prob- 
lems but in an environment dy- 
namic and progressive, which is re- 
search-minded and practically cog- 
nizant of the problems to be solved. 


Montana State College 


By E. W. Schilling, Dean of 
Engineering 


MONTANA STATE COLLEGE has 
given a degree in architecture for 
some 25 years. Prior to that we 
gave a degree in architectural en- 
gineering which was dropped but 
is being reinstated next year. 





1896 -- 53YEARS OF STABILITY -- 


WAS 


7, / BUC! 


I949 


ets 
ay 


i 


Our Kiln Dried 
YELLOW PINE BOARDS 
Making Hit WwW 


"Certainly nic 
customer. 

‘ ' 
some time ' 


clean, 
our new Mm 


1x6 RL No. 
Pats. 105, 


1x8 & Wdr. S4S 0 ; 
Matched & PE Floorings 


1x4” End 


Consult us also on 4 


SOUTHERN PINE 
SOUTHERN HAR 


if 
'/* 
. 


ij 





‘ 
f 
7 


va 


"Best we 
‘ says another. 


bright stock—kiln dried in 


odern kilns. 


CM, 
KD $4S, $28 & © 
os and 116 Siding 


7 f 
/ 
we!’ SN 


ith Buyers 


e stock,” writes one 


‘ve had for 
Nice, 


r S/L 


/4 AD Hardwoods 


pWoOoDs 


re 
ma 
aS 


(\ minh YER 
SEIS TL VAL 
ae TRAWIRES: SSS 


YW Sif i 
2SsIwVveses: 





FULTON, ALABAMA 


Mixed Cars a Specialty 


Member SPIB and NHLA 


We do not have a curriculum ip 
the so-called light building industry 
so designated. However, those who 
graduate in either architecture or 
architectural engineering should be 
thoroughly well equipped to go into 
that field. If they know when they 
enter that that is the field they are 
planning to go into it will be pos- 
sible for them to take various 
courses as electives which might be 
of benefit to them. Graduates from 
these curricula have had no diffi- 
culty in finding employment. 


The Pennsylvania State College 


By Newell A. Norton, Professor 
in Wood Utilization. 


At present we have two curricula 
in the Pennsylvania State Forest 
School. One is in General Fores- 
try and the other is in Wood Util- 
ization. The first, of course, is 
primarily concerned with the pro- 
duction of timber. The second, in 
which I am particularly interested, 
prepares men for the wood using 
industries, primarily. However, 
through the means of options we 
are prepared to give any student 
who has the required scholastic av- 
erage at the end of his sophomore 
year, special training in several 
fields. 


One of these is Light Building 
Construction. This option may be 
taken either by General Foresters 
or by the Wood Utilizationists but 
it does require a total of five years 
to complete since the structure of 
our present curricula will not per- 
mit any other solution for this 
form of specialization. 


Personally, I think the men that 
take the option in the Utilization 
curriculum will have a better prep- 
aration for this line of work since 
their background contains more 
basic engineering. At present most 
of our young men are anxious t0 
complete their college training in 
four years and the options are no 
particularly popular. 
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flection and beauty. For 
complete information, 
write, wire, or phone 
Trinity Portland Cement 
Division, General Portland 
Cement Co., Republic Bank 
Bldg., Dallas, Texas, or 111 
West Monroe Street, Chi- 
cago 1. 
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the talk of the trade / 


@ Speedy Installation Cuts Costs! 


Units are prefitted to save time, and cut on-the-job 
labor costs. 








@ Low Cost... Top Quality! 


Built of sturdy, kiln dried, Ponderosa pine. Chemically 
treated to resist weather, wear and termites. 


@ Weather Tight Construction! 
The interlocking construction of this window unit with 


built in metal weatherstripping stops air leaks and 
eliminates draughts. 


Manufactured by Western Pine Mfg. Co. of 


THE DIXON INDUSTRIES 
GRANT ange / GRANT DIXON,JR. HAL R. DIXON 


PRESIDENT VICE-PRESIDENT TREAS- MANAGER. 


For Full Information about Weather-Lok Units 
Write or Wire 


JOHN H. MEARS, Inc. 
Baltimore 30, Maryland 


ELLIS GLAZING CO. 
Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
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Fact and 
Comment 
On Nation’s 
Affairs 


Production records in the building mat- 
erial field -- what they mean to the dealer 
in the coming months 


For the first time in years 1949 will see gen- 
erally satisfactory supplies of almost all build- 
ing materials. With good weather and an all-out 
effort by the manufacturers, the second six 
months of 1948 saw gross stocks of lumber at 
the mills shoot up sharply at the same time 
back order files were being reduced. Dealer 
stocks are also at record post-war levels. There 
should be a plentiful supply of construction 
lumber for 1949. There is no surplus of mill- 
work but production should approximate de- 
mand. 





Steel pipe is the most difficult construc- 
tion item to obtain at the present time and 
will improve slowly. 





Vastly increased production facilities have 
raised stocks of gypsum board and lath to ree- 
ord levels. There should be supplies to meet 
all demands in 1949. Other building board and 
lath products have shown similar increased 
production trends to make the picture even 
brighter. 





Nails, long a dealer bugaboo, have im- 
proved to the point where local shortages 
will be few and less severe. 





Asphalt roofing materials reached record lev- 
els in 1947 and production has managed to keep 
ahead of supply since. No shortages are ex- 
pected to develop in 1949 in spite of continued 
record demand. Asphalt products for sheathing 
and siding will also meet demand. 





Cement supplies should be sufficient, but 
don’t look for surpluses. There may be 
local shortages due to distribution problems. 
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| * office door is well known to a host 
of dealer friends who have visited us at Warren 
during the nearly 50 years of our business life. 
To them, and to those who have yet to pass 
through it the first time, we extend a cordial 
invitation to come and see how comprehen- 
sively Southern’s operation has been stream- 
lined to supply them with quality products for 


the next and succeeding 50-year periods. For, as 








growers of our own trees, Southern will be pro- 


ducing lumber and wood products perpetually. 





Manufacturers of 


—- ARKANSAS SOFT PINE 
a TRIM AND LUMBER 


| PRE-FINISHED 
| HARDWOOD FLOORING 
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Meet Williams Plyboy, Mr. Dealer. He’s here to tell you 
that the possibilities offered in the plywood market are 
nothing short of fantastic. 

He’s here to tell you that maximum profits are assured 
to those of you who are quick to familiarize yourselves 
and your organization, with the many uses of plywood 
and its correct application. 

He’s here to tell you that the Williams Plywood Com- 
pany offers every dealer a three-point service — that is 
unique among wholesale distributors —to create more 
profits for you. 


Lower WILLIAMS Pres 


mean you can always buy right—more profit- 
ably. Our lower operating costs say less markup 
for us— better prices for you. 


Seller WILLIAMS Sexccce 


means your stocks can be kept at a minimum 


since they can be replenished (usually within 24 
hours) by our streamlined shipping department. 


WILLIAMS 22 Your Plywood Specialist 


The entire efforts of our organization are concen- 
trated on plywood. We know the full potentiali- 
ties of this product—and are ready to help you 
turn them into unlimited profits. 


CALL LINCOLN 3342 
Wire or Write ... Today 


WILLIAMS 


PLYWOOD CoO. 


222 CHAMBER COMMERCE BLDG. ¢ INDIANAPOLIS 
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CLINIC 


by R.E.S. 





PROTESTING IS NOT ENOUGH 

In today’s mail we came across the 
following paragraph which sort of 
sticks in our mind: 

“This situation is quite beyond my 
comprehension. Day by day we get 
deeper into the socialistic mire and 
yet the owners and managers of cap- 
ital on the whole—seem quite indif- 
ferent to the trend. Oh yes, we growl 
a little about such conditions as con- 
fiscatory taxes, this law and that 
regulation emanating from Washing- 
ton, but we seldom really do any- 
thing constructive or effective about 
_ ay 

Trouble is that we have all 
become softened with too long 

a period of unprecedented pros- 

perity. 


PROSPERITY IS A HARD TASK 
MASTER 

Nothing is so ruinous to nations, 
industries, companies, individuals as 
a prolonged period of prosperity. It, 
not adversity, is the great destroyer. 
The lack of strong competition will 
ruin the best athlete that ever stepped 
onto a football or baseball field. 
Same way with business. We longed 
for the days to come when price- 
cutting would be a forgotten word. 
We are now beginning to find that 
easy-selling is a mighty expensive 
luxury. Tough going is ahead, sooner 
or later, and we are not prepared 
for it. 

* 
We appreciate those things 
most which we have struggled 
to earn. 


OLD OR NEW? 

It is highly disturbing to read that 
more than three-fourths of the new 
building materials that have come 
into the picture, during or since the 
war, are not marketed through lum- 
ber yards. 

How come? 

Resistance to change, during a 
period when change wasn’t necessary, 
is one answer but there are others. 
It’s difficult to tackle something new 
at a time when we have more than 
we can hande in taking care of the 
old. Hence the new materials were 
forced to seek other outlets. Pros- 
perity, you see, was getting in some 
of its hard licks. 
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New competition is hot after 
the farm building market, the 
home market ... ALL markets 
for that matter. 


THEN AND NOW 

Back in the 20’s when we had a 
record home building year (1925 with 
937,000 completions) most homes 
were built in much the same manner 
and of two principal materials . . 
lumber and/or brick. Today we have 
three major methods of residential 
construction and 12 different mate- 
rials fighting for the market. Don’t 
think it isn’t going to be a titanic 
battle! 


* 


However, it is this struggle 
for supremacy that will give 
the ultimate consumer the most 
house for the least money. 


WHAT AMERICA IS LOSING 

To continue the quote which we 
started in the first paragraph (wish 
we knew the origin so we could be- 
stow proper credit): 

“IT am simply an American citizen 
who believes in the American system 
of a free society and I dread thinking 
of our gradually sliding more and 
more to the left. To put it another 
way, I should like my own son, and 
the sons of all my people, to have 
the privileges which were granted me 
in my youth—to work hard, to work 
where I wanted to work, to work as 
many hours a day and as many days 
in the week as I wished, and in gen- 
eral to carve out my own destiny 
instead of having a centralized gov- 
ernment direct me, help me, or guar- 
antee me anything. 


Who could wish for a greater 
privilege? 
* 


WILL WE PAY THE PRICE? 

It may seem like a far cry from 
the general subject of Merchandising 
to raise the question. On the other 
hand, the sentiments expressed in 
the quotation constitute the very foun- 
dation of good, sound merchandising 
— “to work hard, to work where I 
want to work, to work as many hours 
a day and as many days in a week as 
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I wish . . . instead of having a cen- 
tralized government direct me, etc." 
Successful merchandising springs 
from individual effort. It emerges 
successfully from great struggles. 
Companies try to serve better and in 
doing so they acquire customers and 
friends for their establishments. 

It is only when this struggle ceases 
that deterioration sets in. Prolonged 
prosperity dulls the appreciation of 
the need for striving each day to be 
better than yesterday. That, to our 
way of thinking, eventually gets us 
into trouble. That, in far too many 
cases, is where we stand today. 


No one ever gets very much 
concerned about anything until 
it hits him full amidships. 


* us ao 
WHAT'S THE JOB AHEAD? 

There are a good many things to 
tackle if we maintain our former some- 
what exalted position as a great and 
important retail industry. 

Too many people are sniping at us 
and we are merely ducking instead of 
fighting back. We are losing too many 
important markets. We have what it 
takes in methods, materials, money 
and men but there is a need for good 
merchandising in all its phases if we 
are to stem the tide of competition 
which threatens to engulf us. That 
to us seems to be the all-important 
job that lies directly ahead. 


WHY CHANCE PLAYS 

While we are on the subject of 
“fighting back” we should consider 
the question of whether we have the 
proper weapons to enable us to do so 
effectively. 

The answer to that one is an em- 
phatic “Yes.” 

It may sound very much like an 
overstatement but we maintain stead- 
fastly that there are few new services 
being offered that cannot be provided 
equally well by a modern, progressive 
retail lumber company. The same 
thing is true of products. 

The major problem involved is gear- 
ing up to do the job as it must be 
done in the future if former 
markets are to be maintained and new 
ones acquired. 

Our point is that it is exceedingly 
difficult to change plays when the old 
established formations appear to be 
working exceedingly well. 
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NEW PRODUCT 


It’s the STAPL-ON, amazing new 
hammer stapler that does any job 
tacks and hammer can do with 
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Take Advantage of 
the Facilities of These 
Western Wholesalers 


They’re ready to do a better-than-ever job 
for you in 1949. Look what they offer: 


1. Service from many mills. If one 
doesn’t have the right stock, another 
may. 


2. On-the-ground selection of stock to 
meet your needs. 


3. An intimate knowledge of each mill's 
manufacturing and shipping facilities. 


Profit throughout 1949 by putting these lead- 
ing Western Wholesalers to work for you. 





Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 





WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 









: ; 4 
564 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
WESTERN LUMBER MERCHANTS 


Eastern Office € Warehouse: 
THE C. A. MAUK LBR. CO., TOLEDO, O. 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portland 4, Oregon 


Carl E. So Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Riverside 4335 















Main 6954 





Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle 1, Wash. 
Specializing in mixed carlots. 


Morrill & Sturgeon GongTuRs 
Lumber Co. — 


Yeon Bidg., Portland, Ore. 
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Products .... Sales Aids .... Literature 


SEND FOR THESE: 





“A Quality Home Can Cost Less,” 
is the title of a new illustrated book- 
let available in quantities free of 
charge to dealers. Write West Coast 
Woods, 1410 S. W. Morrison, Room 
No. 519, Portland 5, Ore. 


Twelve new (stock) colors for 
Kalistron, a wall covering and furni- 
ture upholstery material, are  in- 
cluded in a brochure-color card now 
being distributed by the United 
States Plywood Corporation, Dept. 
AL&BPM, 55 W. 44th St., N. Y. 


Twenty-five new newspaper ad 
mats, advertising Hako Factory- 
Waxed Asphalt Floor Tile, have been 
prepared for Hako dealers by Hach- 
meister-Inc. The mats are reproduced 
in a folder which may be obtained by 
writing Hachmeister-Inc., Dept. AL& 
BPM, 2332 Forbes St., Pittsburgh, 
Pa. 


A recent survey of successful re- 
pairs with new Eutectrode 24/49 was 
made by the Commercial Engineering 
Department of Eutectic Welding Al- 
loys Corp., 40 Worth St., New York 
13, N. Y. Reports indicate this Frig- 
idare coated Eutectrode may be used 
for on-the-spot repairs without any 
preheating or dismantling of equip- 
ment. 


Plans for the extensive promotion 
of a course in the fundamentals of 
the home building business have been 
announced by R. C. Anderson, presi- 
dent of Commercial Trades Institute, 
a Chicago trade school. The course, 
consisting of 47 home-study lessons 
and prepared under the supervision 
of a practical builder, has been ex- 
amined and approved by the Chicago 
Metropolitan Home Builder’s Asso- 
ciation, largest chapter of the Na- 
tional Association of Home Builders 
of the U. S. A. The course is said 
to take up all phases of the home 
building business including methods 
of construction, reading plans and 
specifications, letting contracts and 
sub-contracts and proper methods of 
financing and cost accounting. An 
important feature of the course is 
a complete set of architectural plans 
and specifications for a modern six 
room house of Dutch Colonial design. 
According to Mr. Anderson, anyone 
completing the course, even a begin- 
ner, should be able either to take 
charge of construction of his own 
home or at least to work more intelli- 
gently with a building contractor. So 


far as is known, the course is the only 
one of its kind in the country. An at- 
tractive illustrated brochure called 
“Your Future in the Building Busi- 
ness” explains the scope of the course 
and the school’s method of instruc- 
tion. It is free to the readers of 
American Lumberman & Building 
Products Merchandiser. A copy may 
be secured by writing Commercial 
Trades Institute, 1400 Greenleaf Ave., 
Dept. AL&BPM, Chicago 26, Ill. 


PREVIEWS: 





“It Must Be Somewhere!’ a new, 
color motion picture portraying the 
vital importance of simplified, efficient 
filing methods in business, has just 
been released by the Systems Division 
of Remington Rand. This film is an 
effective dramatized report on sim- 
plified records management, providing 
a blending of motion-picture enter- 
tainment with a message of vital im- 
portance to everyone who works in 
a business office. Write Systems Divi- 
sion, Remington Rand, Ine., 315 
Fourth Ave., New York 10, N. Y. 


The story of Douglas fir lumber 
from tree farms to America’s homes, 
is told in graphic style in a new film- 
strip just released by the West Coast 
Lumbermen’s Association through the 
Society for Visual Education of Chi- 
cago. Called “The Story of West 
Coast Lumber,” the 65-frame film- 
strip, (not a motion picture), will be 
distributed to 5,000 schools in Amer- 


‘ica. Prints of the filmstrip are avail- 


able without charge for schools, or- 
ganizations and clubs by writing to 
Mr. Roberts at the West Coast Lum- 
bermen’s Association, 1410 S. W. 
Morrison St., Portland 5, Ore. 


"Logging," New Book 
By Professor Nelson C. Brown 


Logging, the new book by Nel- 
son C. Brown, professor at the New 
York State College of Forestry, 
Syracuse University, is the com- 
bination and revision of two earlier 
books. Recently developed mechan- 
ical de.ices for use in logging are 
fully covered as are the important 
changing aspects of logging meth- 
ods—felling and bucking with 
power saws . .. expanded use of 
tractors for skidding, loading, and 
as an auxiliary in various phases of 
transportation . .. improved motor 
trucks as the major method of log 
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AMERICA’S (¥F 
No.1 SOURCE 


for sash & door makers! 





PERMA 


GLALE 
GLAZING 
COMPOUND 


... provides top quality with all-around economy. Ease of 
application and quick setting speeds production. Never a 
need for reglazing because of its tenacious adhesion under 
all normal conditions. Once sash is glazed with Perma Glaze 
it’s ready for immediate shipment. Perma Glaze is designed 
to meet your requirements and exceeds highest specifica- 
tions on any job... proved by thousands of installations! 


PERMA GLAZE 
GLAZING COMPOUND 


-Biwpte .. 


Q. D. 
PRIMELESS 


PUTTY 


The original, unmatched primeless putty made only of 
highest quality ingredients to provide glaziers the utmost 
in service at lowest cost. No priming of sash is necessary, 
saving production time. Uniform quality, minimum shrinkage 
and fast setting combine to make this putty the favorite of 
glaziers the country over! 





For more Information or Special Requirements write Today! 


me BIDDLE .o. 


AMERICA’S LARGEST Exclusive Peeddy Makers 


612 S. MAIN ST., ST. LOUIS 2, MISSOURI 
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building 
needs... 


DOUGLAS FIR PLYWOOD 
HARDWOOD PLYWOOD 


Johns-Manville Products such as 

Flexboard 

Transite 

Transitop 

Asphalt Shingles, Roofing 

Asbestos Roofing, Shingles 

Rock Wool Insulation 

Insulation Board 
Metal Louvers Heatilators 
Tylac Upson Board 
Chromedge Metal Mouldings 


Laux Products Roof Putty, Coatings 


Let us worry about inventory ... 
order what you need and when you need 
it. Three conveniently-located ware- 
houses assure “‘sudden”’ service . . . cov- 
ered loading docks protect men and 
materials . . . a promotion-minded sales 
force is out there to help YOU with 
YOUR problems. Weekly Bulletins 
keep you posted on “best buys” and 
events that bear on YOUR business. 
Your call is welcome at all times. Re- 
member this number: Garfield 4433. 

Write for latest price list 


INDIANAPOLIS PLYWOOD CORP. 


1300 BEECHER ST., INDIANAPOLIS 7, IND. GARFIELD 4433 
1ST. & COLUMBIA STS. LAFAYETTE, IND. PHONE 2345 


OHIO VALLEY 
PLYWOOD CO. 


VINE AT SPRING GROVE 
CINCINNATI, OHIO 
WOODBURN 9280 












transportation . . . skidding logs in 
tree lengths to landings for buck- 
ing and loading rather than buck- 
ing felling areas ...a great variety 
of improved time-saving loading de- 
vices such as the Drott, Bouffard, 
Logger’s Dream, Montague, and 
pulpwood loaders with automatic 
conveyors. Write John Wiley & 
Sons, Inc., Dept. AL&BPM, 440 
Fourth Ave., New York 16, N. Y. 


Yale Locks and 
Door Closer 

The “Yale 3-way cabinet lock”— 
has won for the 80-year old lock 
and hardware manufacturing firm 
a special “Certificate of Merit,” 
awarded by the Associated Lock- 
smiths of California. The full text 
of the citation on the award reads 
as follows: 

“The Associated Locksmiths of 
California awards this Certificate 
of Merit to the Yale & Towne Mfg. 
Co. for the creation of the three 
way cabinet lock. The merit of this 
award is based on Yale’s accom- 
plishment in simplifying stock.” 


aps TSM a, 
ag CERTIFCATE OF MERIT 


TWE YALE & TOUWNE MPs £0 


For the creation of the 

three way cabinet locke 
The merit of this award 
is based on Yales accomplish 
ment m simphfging stock 


a 


Fyre 


sail one 


a 


The Yale Heavy Duty Tubular 
Lock (upper right), is a “key-in- 
the-knob” type lock produced in 
nine different models. These locks, 
and a complementary line of Yale 
Standard Duty Tubular Locks de- 
signed for private homes, contain 
exclusive features designed to meet 
the cost-reducing and time-saving 
requirements of the cost-ridden 
building market. The total instal- 
lation time with these new Yale 
tubulars can be reduced from an 
average hour required for ordinary 
mortise locks to about 10 minutes. 
This cost reduction in installation 
time results from such features as 
the elimination of full mortising 
and a unique “pre-installation as- 
sembly” of the locks when packed 
at the factory. In addition, the 
Yale tubular locks can be reversed 
on the job for last minute changes 
in floorplans. This is an added 
saving in time and handling. The 
Yale Compact Door Closer (left), 
through improvement in design— 
it’s “hipless”—offers wider applica- 
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bility, easier installation, and on- 
the-job reversing from right to left 
handed doors. The Yale “3-way 
cabinet lock” (lower right), 
through new patented Yale rotating 
cylinder, permits this lock to be 
adapted to any one of three dif- 
ferent uses—as a drawer lock with 
bolt moving vertically, or as a cup- 
board lock for either right or left 
handed doors with the bolt moving 
horizontally. Formerly, three dif- 
ferent locks were needed for these 
purposes. Write The Yale & Towne 
Manufacturing Company, Dept. 
AL&BPM, Chrysler Bldg., New 
Yoru 17, BH. X. 


Armstrong Lumber Jack 


The Armstrong Lumber Jack, a 
new tool for carpenters and build- 
ers, is reported to save both time 
and material. The tool takes a lot 
of the hard work out of laying 
flooring, placing siding and many 
other similar jobs. Small, compact 
and light weight—made of all-alu- 
minum—the jack is easy to use 
and fits into a tool box. The Arm- 
strong Lumber Jack insures tighter 
fitting flooring, fits warped boards 
without surface damage, does not 
mash tongue or groove and straight- 
ens crooked studding. Write Arm- 
strong-Jones, Inc., P. O. Box 432, 
Park Ridge, IIl. 





Balsador Solid Core Flush Doors 

The Balsador solid core flush door 
illustrated (left) with panel re- 
moved, shows large wood lock blocks 
and extra width rails. Assembled 
Balsador (right) has select hard- 
wood faces, 13%” full thickness. Ac- 
cording to the manufacturer, Bal- 
sador gives the advantages of a con- 





ventional solid core door plus in- 
sulation qualities equal to cork, light 
weight and sound proofing—Bal- 
sa wood contains 90% dead air. 
The door is made of kiln-dried Balsa 
and K-D frames; 3 ply ;*,” faces on 
both sides as well as two lock blocks 
enable door to be hung right or left. 
Doors are constructed for either in- 
terior or exterior use except for 
dimensions and types of glue. Write 
Culler Furniture Co., Door Division, 
Dept. AL&BPM, Williamsport, Pa. 


Council's Bulletin Prepared 
for Architects and Engineers 
Modern improvements in metal 
windows and wall construction are 
features in Technical Information 
Bulletin No. 53 issued to architects 
and engineers by the Producers’ 
Council, national organization of 
building products manufacturers. 
The Bulletin shows windows for 
homes, schools, and_ institutions 
which prevent the entry of snow or 
rain when opened for ventilation, 
manually operated awning-type 
windows, and a weatherproof glaz- 
ing compound for aluminum win- 
dows. In wall construction, the 
Bulletin describes a method for 
constructing rounded or panic-safe 
corners of facing tile, wall and 
ceiling panels with a plastic sur- 
face requiring no further finish, 
methods of attaching trim or fix- 
tures to tile walls, and space-saving 
partitions constructed of metal lath 
and plaster which deaden sound. 
A grease-resistant asphalt tile in a 
wide range of colors and a method 
of eliminating dirt-collecting cor- 
ners and joints in resilient flooring 
also are included. Other products 
presented in the Bulletin include 2 
light-weight flush door constructed 
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FOR SALE 
African and Philippine 


MAHOGANY 
LUMBER 


Dry Stock — Excellent Texture — 
Cut From Choicest Logs 





Band-Sawn African Mahogany 


130,000’............4/4” No. 2 Common & Better 
re 5/4’ No. 2 Common & Better 
os Dek as 8/4” No. 2 Common & Better 


Philippine Mahogany 


125,105’................... 4/4 Selects & Better 
35,747’. .................. 5/4 Selects & Better 
RE Ce oe 6/4 Selects & Better 
21,122’.................. 8/4 Selects & Better 
3,516’...................12/4 Selects & Better 


rn x. 16/4 Selects & Better 


Fine Widths and Lengths 


VERY 
ATTRACTIVE 
PRICES 


DIXIE 


LUMBER CO., INC. 


8201 Fig St. New Orleans, La. 
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then 
READ WHAT TYPICAL 


TS 
"Midalits 


DEALERS HAVE TO SAY 


about the modern 100% 
concealed sash Calauce 


What users, dealers, contractors and 
architects say about this modern sash 
balance is as important to YOU as 
it is to us. 


A large Lumber Company writes, 
. we have used many thousands 
of them and will continue to do so. 
We like the features of rapid instal- 
lation and complete concealment as 
well as the smooth and quiet counter 
balanced action . . . our customers are 
pleased with the elimination of un- 
sightly balances in their windows.” 


Another building material dealer 
writes, ‘““We are well pleased with 
Hidalift. It can be easily installed, and 
the feature of the hidden parts makes 
it well received by our customers. We 
have been users of this balance since 
before the war, and you can be sure 
we will continue it as one of our 
essential items.” 


We have many more similar tributes 


that take on more importance whet 
you — i 


Compare Hidalift Features 


Better Architectural Design 
Springs Dustproof 
Easy Installation .< 
Lifetime Wear 

Easy Tensioning 


































ple Hidalift 
representative call 



























( Here's the one that ) 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK! 
STICKS AND STAYS Pi 
———, 












Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this . 
nature. Use it yourself, and you'll quickly 
see why it sells-so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. 


The PLASTIC Repair Material 








DURHAM 
COMPANY 
Des Moines 4 
lowe 












in POWDER Form 





Hundreds of progressive builders 


are already using... 


STA-TITE 


STEEL BRIDGING 
FOR WOOD JOISTS 
a. = = — a ae 
7 sTA-TITE Be 

<<) STEEL BRIDGING © ‘ 



















RG — Holds with a Grip of Steet 


You can count on profitable repeat orders 
because 


STA-TITE JOIST BRIDGING ... 


1. Cuts contractor’s labor costs in half. 

2. Half-hard stock permits poate ae to flex 
slightly, assuring firm, even floors for 
years to come. 

3. Can be readily used in old homes as well 
as new; easily and quickly replaces old 
wood bridging. 

4. Comes in two sizes for use with 2x8 and 
2x10 joists spaced 16 inches on center. 
10-inch size also used with 2x12 joists. 

5. Only one nail used at each end of each 
piece; saves 200 nails per average house. 

6. Patent flanges bite into joists when nailed 
so bridging tightens as joist shrinkage 
occurs. 

Write us tod for complete details. Don’t 

miss out on this proved, fireproof, profitable 

line of steel joist bridging. 


SOME JOBBER TERRITORY STILL OPEN 
Beloit Steel Industries, Inc. 


307 CITY HALL BLDG., ROCKFORD, ILL. 



















of plywood, an emergency drain 
valve for roofs on large buildings, 
a complete steel framing system for 
homes and other smaller buildings, 
a wide color range of foreign and 
domestic marble, and adjustable 
and reusable metal supports for 
shelving and conduits. The Coun- 
cil’s Bulletin, which was prepared 
with the assistance of The Ameri- 
can Institute of Architects, is dis- 
tributed only to architects and 
engineers. Write The Producers’ 
Council, Inc., Dept. AL&BPM, 815- 
15th St., NW, Washington 5, D. C. 


Colonial Cabinet Hardware 
Offered by Amerock 


The charm of Old Colonial is of- 
fered for the first time in cabinet 
hardware with all of the advantages 
of modern construction and me- 
chanical features made famous by 
Amerock. This new line features 
the popular patented Amerock push 
button type of catch, semi-concealed 
hinges for both flush and offset 
doors, and reversible “HL” hinges, 
suitable for either right hand or 
left hand doors. Pulls, catches, and 
hinges are perfectly matched in the 
beautiful “heart” design. Suitable 
for residential or commercial use, 
this hardware can be used in rec- 
reation rooms, kitchens, etc., as well 
as for cabinet trim in cabins, 
stores, hotels, and restaurants. The 
attractive demonstrator - display 
shown here has been designed to 
show actual application. One half 
of the display is in natural knotty- 
pine and the other half in a white 
enamel finish to emphasize the fact 
that Amerock Colonial Cabinet 
Hardware can be used on both 
natural and enameled woods. Write 
American Cabinet Hardware Corp., 
Dept. AL&BPM, Rockford, III. 
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New Frameless Tension Screen 
Installed Inside of Window 


Frameless tension screens made 
of aluminum screen wire and bars, 
are easily hung from inside the 
window. Vertical edges are five 
strand salvage of special flat wire 





to keep edges taut. A free-floating 
sill bar automatically adjusts screen 
to uneven or off-level sills. In case 
of damage, screens can be replaced 
by sliding them out of the bar 
holders and putting in a new 
piece. Keystone frames fit snug 
to window or porch frames. They 
can be stored in a very small area. 
Write for descriptive folder—Key- 
stone Wire Cloth Co., Dept. 28, Han- 
over, Pa. 


New American Floor Sander 
Eliminates Lost Hours 


Design men have found a new 
way to keep floor sanders producing 
without lost operating hours when 
machines need service. This is 
achieved by “package unit construc- 
tion”— one of many new features 
in the new American Rental Floor 
Sanders. 


Vital working parts of this ma- 





chine are housed in two package 
units — one consists of motor and 
vacuum fan complete with drive 
pulley—the other unit consists of 
an 8” sanding drum with shaft, 
bearings and housing. Either 
the power package unit, or the 
drum unit, can be replaced in a 
matter of seconds by removing a 
few screws. Mechanical knowledge 
is not required to replace these 
units. This type of construction 
allows for complete servicing and 
overhauling without tying up the 
machine, inasmuch as an exchange 
or loaner unit can be quickly and 
easily installed, thus minimizing 
“down-time”. The sander is light 
in weight (89 lb.) and of “tilt- 
type” construction. It is perfectly 
balanced for easy carrying and easy 
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Kiln Dried 
Well Manufactured 


Ponderosa Pine 
Douglas Fir 
White Fir 

Montana Fir & Larch 


SBE cosa Fue Weodonh 


J. NEILS LUMBER 
COMPANY 


Libby, Montana Klickitat, Washington 




















fa TELEPHONES: Local 4-6592 @ L. D. 30 
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these Points. 


THEN RECOMMEND 


TIDEWATER 


RED CYPRESS 


TERMITE RESISTANT (naturally 
resistant to termite destruction 
according to the U. $. Department 
of Agriculture.) 


DECAY RESISTANT (Nature has 
done. for Tidewater Red Cypress 
what man has tried to do for 
other woods through artificial in- 
duction of preservatives.) 


STRUCTURALLY STRONG (General 
Strength lies between light and 


heavy pines. Structural grades of 
known strength and stiffness are 
available.) 


NATURAL GRAIN (Natural grain 
and texture lends beautifully to 
interior panneling and finishing.) 


EFFECTIVE FINISHES (Takes all 
stains, paints or enamels. No de- 
parture from standard finishing 
procedure required.) 


ALWAYS AVAILABLE IN THE SIZE YOU REQUIRE 
FROM “small stuff’ to TIMBERS 


We also invite inquiries concerning fully fabri- 
cated or partially fabricated vats and tanks. 


~> Tidewater 


ion Seed. 


RED CYPRESS =" 
Can be furnished from St. Louis Stocks 


FLEISHEL LUMBER CO. 


4237 DUNCAN AVE. ¢ ST. LOUIS 10, MO. * NEwstead 2100 








handling. It has an 8-inch drum 
and ample power furnished by a 
heavy duty G. E. capacitor type 1 
H. P. motor. There are no wind- 
ings in armature and no brushes to 
wear out. Write The American 
Floor Surfacing Machine Co., Dept. 
AL&BPM, 521 S. St. Clair St., To- 
ledo 3, Ohio. 


Display Stand 
For Tylachrome Line 

A new Tylachrome dealer 
counter-display stand has been an- 
nounced for Tylac’s Miracle Tyla- 
chrome bathroom accessory line. 


Ten actual Beauty-Spot Tyla- 
chrome fixtures are mounted on at- 
tractive Tylac wallboard panels 
trimmed with Tylac chrome mold- 
ing. Rigidly constructed in natural 
finish 34” clear wood frame, this 
silent super salesman commands im- 
mediate attention and presents the 
product most favorably at buying 
level. It has a convenient literature 
storage compartment in back, bring- 
ing the customer, the product and 
all essential information directly to 
the point of sale. Shipped set up 
ready for use, the Tylachrome dis- 
play stand is free to dealers. It 
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All Retail Yard Items 
Industrial Specialties 


Prompt Shipment of Most Items 

















Never have we produced finer quality stock than we're 
shipping today. We're operating in a beautiful tract 
of Ponderosa Pine timber, with some intermingling of 
Douglas Fir and Larch. We’re shipping straight cars 
of Ponderosa Pine yard and shed items or mixing an 
assortment of Ponderosa Pine items with Fir and Larch 


dimension. 


Consult us on your needs in yard and 
shed stock, factory and industrial items. 


Alexander-Yawkey Lumber Co. 


Members Western Pine Association 
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Prineville, Oregon 





weighs 33 pounds, including the 10 
leading stock Miracle Chrome by 
Tylac bathroom accessories, for 
which dealers pay only the regular 
established discount prices. Write 
the Tylac Company, Dept. AL& 
BPM, Monticello, Ill. 


One-Man Operated Power 
Dragsaw Is Self-Supported 
Much of the heavy work in fell- 
ing and bucking is eliminated by 
the new Stenn gasoline powered 





dragsaw. Instead of having to sup- 
port and steady his equipment 
while cutting, the woodsman simply 
clamps the Stenn 60 to the timber. 
A set of sturdy dogs firmly grips 
the log, so that all the woodcutter 
need do is guide the first sawcut 
and, if felling, chop his directional 
notch. Diameters up to 4’x3” can 
be handled with one cut. In Can- 
ada, where Stenn saws were intro- 
duced, loggers say they can put in 
a full day’s work without fatigue. 
They are not tired by vibration or 
subjected to highpitched noise. By 
notching while felling or splitting 
while bucking a man can greatly 
increase his production. For com- 
plete details write Stenn Saw Inc., 
Dept. AL&BPM, 52 Wall St., New 
York. 


Pre-Kut Ornamental Iron 
for Stairs, Porches, Fences 


Pre-Kut ornamental iron offers 
the dealer an opportunity to get 
the maximum number of installa- 
tions from a minimum amount of 
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1927 - OAK FLOORING - 1949 













2 Years Devoted 

Exclusively 
to the Manufacture 
of Oak Flooring 


Properly Seasoned 


in modern Moore Cross-Circulation 
Kilns. 


Accurately Milled 
Unsuspected, undetected moisture| = ** modern plant by men with 


ears of experience. 
costs YOU dollars every day! ie 
Electronic MOISTURE REGISTER detects the exact moisture} Expertly Graded 





Oca ia 


= 

















content of wood within 3 seconds. No more costly guessing. ; d ith NOFMA 
No complicated calculations! Simply place the electrodes against onan ” 
up- the surface to be tested . . . read the dial. WRITE, TODAY, 
ent FOR FULL DETAILS AND A LIST OF PRESENT Electronic Consult us on your next 
* MOISTURE REGISTER USERS. The Moisture Register Co., requirements 
ply Dept. A, 133 N. Garfield Ave., Alhambra, California. 
er. 
‘ips 
ter 
cut 
cut COMPANY 
sees The Standard in Moisture Testing for BISMAR “6 MISSOURI 
more than 15 years. 
an- 
YO- 





te EVER INCREASING SALES 
= HOLT HARDWOOD (0. WITH 


cy Manufacturers of jno- 
ne MAPLE @ BIRCH @ BEECH © OAK cU pR 
‘STRIP @© BLOCK STOPS ROT 




















and / j 
| _ HERRINGBONE 
ers 
mons FLOORING 
lla- 
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= BROOM HANDLES 
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Es ] 
. NATIONALLY ADVERTISED 
High Grade Northern Hardwoods 
Yes, many dealers sold more Cuprinol in the first half of 
© 1948 than in the entire year 1947. 
Custom Kiln Dr ing That's because more and more farmers, home owners, 
Y contractors are learning how Cuprinol, the practical sur- 
e face-applied preservative, makes wood last longer. Write 
Members: MP. MA NHLA MH BKMA for information about our introductory assortment—dealer 
price $27.20. 


OCOnTO, WISCONSIN CUPRINOL Division, Darworth, Inc. 


53 Maple Street Simsbury, Conn. 
AN RRR eRe «oA See 
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floor space. The dealer’s stock re- 
quires less than five square feet of 
floor space but contains 66 linear 
feet of railing to fit any opening, 
any pitch of stairway in over a 
thousand patterns; and one corner 
and one flat porch column to fit 
any opening up to an eight-foot 
height in over a hundred possible 
patterns. Anyone can install the 
product with simple tools such as a 
screwdriver, hack-saw, hammer and 
stone drill. Photograph shows Pre- 
Kut wrought iron from dealer’s 
stock (left) and a finished instal- 
lation. Write for sales manual— 
Dallas Iron & Wire Works, Inc., 
Dept. AL&BPM, 6115 Denton Drive, 
Dallas, Tex. 


Box Clamp Attachment 
For Hyster Lift Truck 

Latest addition to the recently 
developed Load-Grab attachment 
for palletless materials handling is 
a Box Clamp attachment for use 
with Hyster’s Model “20” lift truck. 
Adaptable to the standard hydrau- 
lic-controlled Load-Grab as optional 
equipment, it includes box clamp 





arms for grasping the load; sliding 
side support assemblies which may 
be adusted to fit boxes of varying 
size; and an overhead stabilizer bar 
to insure accurate stacking and 
keep the load from shifting or 
separating. Box clamp arms are 
regularly 27 inches long, but if 
desired, may be ordered in 42 inch 
lengths. For additional information 
write the Hyster Company, Dept. 
AL&BPM, Portland 8, Ore. 





Plastic Patch Kit Mends 
Everything in Metal 

Howard Paint Division of Recon- 
ditioning Products Inc., has pack- 
aged its metal repair products New 
Metal and Plastic Patch in a popu- 
lar-priced combination package for 
retail selling. The kit requires no 
heat or special tools for application. 
New Metal and Plastic Patch will 
dry in minutes and form smooth, 
“harder-than-lead permanent bond” 
to steel, aluminum, wood, glass, fab- 
rics. The waterproof and corro- 
sion-resisting bond can be filed, 
ground, or sanded, and is said to 
feather-edge perfectly. There is 
no checking, cracking, or peeling, 
and the bond will take any paint 
finish. In the home, repairs can 
be made on gutters, furnaces, 
plumbing, downspouts, roofs, pipes, 
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kitchenware, water tanks and toys; 
on cars and trucks, the kit will per- 
manently repair door panels, turret 
tops, quarter panels, pillar posts, 
rear deck lids, stone guards, rocker 
panels, and rusted rims on sealed 
beam lights. It will also mend 
damages in wood, canvas, metal on 
boats. Write the Howard Paint 
Division of Reconditioning Prod- 
ucts, Inc., Dept. AL&BPM, Cleve- 
land 2, Ohio. 


Davis Self-Serve 
Plywood Merchandiser 


Customers can quickly select the 
kind of plywood they need from 
the accessible bins of this self-serve 
merchandiser. Made of sturdy ply- 
wood, the cabinet is finished natu- 
ral to bring out the beauty and tex- 
ture of the wood. The five curved 
panels which fit into the top are 
made of 4” birch, plain sliced 
white oak, unselect gum, plain 
sliced American walnut and ribbon 
striped mahogany. For additional 
selling effect the sides of the cabi- 
net are plastic-faced fir plywood 
in natural color. Each of the five 
upper bins holds 5 pieces, 24x36” 
of the five different hardwood ply- 
woods plus 5 pieces 24x30” of 
the new %4”, 7-ply, So.2S V. G. 
cedar plywood. The Davis Mer- 
chandiser eliminates wasteful cut- 
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SHEVLIN-McCLOUD LUMBER COMPANY 


( Successors to Shevlin Pine Sales Company } 


























SELLING THE PRODUCTS OF DISTRIBUTORS OF 
*THE McCLOUD RIVER LUMBER SREVLIN PINE oo 
COMPANY PONDEROSA PINE 
McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA) 
*THE SHEVLIN-HIXON COMPANY a Ayes eyo ass 
Bend, Oregon irst National Soo Line Building SUGAR (Genuine White) PINE 
_*Member of the Western Pine Associa. | © MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
tion, Portiend, Oregon. DISTRICT SALES OFFICES: 
s wan ey . _ CHICAGO SAN FRANCISCO 
SE raybar Bidg. LaSalle-Wacker Bldg. 1030 Monadnock Bidg. 
. Pandaosa Pice Woodwork Lexington 2-9117 Telephone CEntral 6-9182 Exbrook 2-7041 

















Oregon Lumber Co. 
Baker, Oregon 


Pioneer eastern Oregon mill—in operation 60 


OMAK-KWALITY 


years. Under our sustained yield plan of opera- 


Window, Door and : tion, the past 60 years of performance is just } 
Cellar FRAMES at a starter for future delivery of our products. 
Trim, Mouldings, Casing, Base, ak 
Finish Lumber, Fumiture Spe- —O— 
cialties, Etc. 
District Sales Representatives Manufacturers 
Mr. BR. F. Taylor Mr. H. 
Great Neck, LL. Oryeeal Lake, UL " ” 
a Famous “John Day 
Member W Pine Assn. j & 
a ee ee Ponderosa Pine 
Since 1889 











TARTER, WEBSTER & JOHNSON, INC. 


No. 1 Montgomery St., San Francisco -« P.O. Box 1731, Stockton, Calif. 


Manufacturers ot 


Ponderosa Pine, Sugar Pine, White Fir, Incense Cedar 
Lumber, Mouldings, Cut Stock 
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ting, saves the salesman’s time and 
the customer’s. Write The Davis 
Plywood Corporation, Dept. AL& 
BPM, 12555 Berea Road, Cleve- 
land 11, Ohio. 


Metalite Plastic Metal 


Metalite is applied like putty 
yet sets to metal hardness. This 
adhesive material which is a com- 
bination of powdered metal and 
volatile plastic, will bond such 
similar and dissimilar materials 








as metal, wood, plastics and glass; 
or seal tile, sewer pipes and drain 
spouts, according to the manufac- 
turer. Metalite may be _ filed, 
sanded, etc. after two coats have 
been applied and set. It is water 
and rust proof. Comes in 6 oz. 
or 1% lb. cans. Further details 
from Metalite Manufacturing Co., 
Inc., Dept. AL&BPM, 260 Hippo- 
drome Ave., Cleveland, Ohio. 


Safety Cutter with Four 
Cutting Depths 


The Zip-a-Do Products Division 
of Greenbrook Industrial Elec- 
tronics, Inc., markets a safety cut- 
ter with a blade that automatically 
withdraws inside an aluminum 
case when pressure is_ released. 
The blade can _ be _ instantly 
switched from deep cut to shallow 








trim; there are four’ cutting 
depths. For further details write 
the above company, Dept. AL& 
BPM, Blue Goose Bldg., 677 Fre- 
linghuysen Ave., Newark 5, N. J. 


Sol-O-Lite Dispensing Rack 


Sol-O-Lite’s two-color display 
stand holds seven rolls of window 
materials. The all-steel dispensing 
rack has a cutting edge and 16” 
measuring table with inches and 
feet imprinted on table. Extra 
heavy Sol-O-Lite material is guar- 
anteed for two years. It is both 
weatherproof and waterproof—has 
124 extra heavy strong pre-shrunk 
threads per square inch. Feet, 


ine EXT, 
in ns 
cay 


mT, Teed ss —~ i 
(na? WINDOW MATERIALS: 





SERA 











yards and inches are marked along 
the edge. The manufacturer’s Glaz- 
Fabrik has 80 pre-shrunk threads 
per square inch. Glaz-Screen, a 
bright galvanized wire screen, is 
thoroughly imbedded in a plastic 
coating—emits over 60% of the 
sun’s vitamin D rays. Other mate- 
rials are the company’s Nu-Via 
Glass blue, also green. For litera- 
ture write Sol-O-Lite Manufactur- 
ing Company, Dept. AL&BPM, 
4301 W. North Ave., Chicago 39, 
Ill. 


Automic Fire Detector 


Automic fire detectors can be 
adapted as part of or in addition to 
an existing call or communication , 
electric system. 





business, public or factory build- 
ings can be co-ordinated with sig- 
nal, call or inter-house phone sys- 
tems now in operation, at low cost. 
The detector has no complicated 
mechanism to get out of order— 
lasts a lifetime. Its simple con- 
struction permits testing at any 
time. Effective for farm—mill— 
factory — home — hotel — store — 
warehouse or railroad. For more 
details write Ruxton Metal Prod- 
ucts Co., Dept. AL&BPM, 516 Gar- 
den St., Carlstadt, N. J. 

















Old Growth Yellow Fir . 
TIMBERS — BUNDLED UPPERS 


SANTIAM LUMBER COMPANY 


MILLS 
SWEET HOME @ LEBANON 
OREGON 


“Sautiam” Braud 


MIXED CARS 


ANNUAL CAPACITY — 100,000,000' 


Upland Hemlock 
DRY AND GREEN DIMENSION 


PLYWOOD AND GREEN LATH CAN BE INCLUDED IN 
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Lumber 
Market Analysis 


Current statistics on 
Output and Distribution 

Lumber shipments of 361 mills reporting to the 
National Lumber Trade Barometer were 3-9 percent 
above production for the week ending December 25, 
1948. In the same week new orders of these mills 
were 11.4 percent above production. Unfilled order 
files of the reporting mills amount to 29 percent of 
stocks. For reporting softwood mills unfilled orders 
are equivalent to 20 days’ production at the current 
rate, and gross stocks are equivalent to 67 days’ 
production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 1.9 percent below production; orders 
were 4.0 percent below production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 22.4 per- 
cent above; shipments were 31.2 percent above; orders 
were 20.4 percent above. Compared to the correspond- 
ing week in 1947, production of reporting mills was 
21.8 percent above; shipments were 3.7 percent above, 
and new orders were 1.2 percent below. 





CUMULATIVE SHIPMENTS, ORDERS 51 WEEKS TO DATE, 1948 


No. SHIPMENTS ORDERS 
of %of % of %of Yo 
Mills M Bd. Ft. Prod. Ship. M Bd. Ft. Prod. Orders 
Rptg. 1948 1947 1948 1947 
Southern Pine Hl 871,013 97 95 849,940 94 94 
West Coast! 126 4,051,040 96 95 3,911,013 93 90 
Western Pine 89 3,045 401 101 100 3,046,441 101 100 
Redwood Region bad 
Southern Cypress - 
Northern Pine 5 56,100 106 89 51,205 97 84 
Northern Hemlock 10 29,960 87 80 28,523 83 7 
So. Hdwds.? 67 345,041 96 106 325,523 90 100 
No. Hdwds. 10 65,377 99 123 70, 017 106 109 
Oak Flooring® + 


Maple Flooring Il 48 400 92 120 45,990 88 94 





Southern Pine 

Production of Southern Pine by the 92 mills report- 
ing to the Southern Pine Association amounted to 
13,178,000 feet for the week ending Jan. 1, 1949. This 
was 15.28 percent below the three year average. Ship- 
ments for the week totaled 12,061,000 feet, some 22.46 
percent below the three year average. Orders, total- 
ing 8,992,000 feet, ran 31.77 percent below produc- 
tion and 42.19 percent below the three year average. 


Western Pine 
The 89 mills reporting to. the Western Pine As- 


sociation for the week ending December 15, 1948 cut 
35,274,000 feet. 


The same week a year ago the cut 
amounted to 32,902,000 feet. Shipments were 36,- 
597,000 feet compared 39,376,000 feet for the same 
week last year. Unfilled orders stood at 131,189,000 


feet. Gross stocks amounted to 827,312,000 feet com- ° 


pared to 651,484,000 feet a year ago. 


‘n the lumber markets 

TACOMA—A marked decrease in lumber demand 
Ss apparent here. This is attributed both to the cus- 
comary seasonal slackening of the market at the year 


end, and to a falling off in construction requirements, 
attributed to bad weather. 


Resultant mill cutbacks 
‘re reducing production. Operators are taking ad- 
vantage of the situation to carry out plant overhauls 


SUILDING Propucts MERCHANDISER 





Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 














RAINY I LAKE LI LUMBER CO. Ltd. 


Se's- O8.e 
2020 Chicago Title & Trust ITT ped a ley VClomy am) a & 


Selling the Predects of J. A. Methiew, Ltd. Reisy Leke, Ont 
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sSIMPLIFY YOUR 
() SASH PROBLEMS 














Sas SNUB 


More profits for your sash department! Sensational 
new Arrow Sash Snubr fits in sash or frame, with or 
without weatherstrip. Works in wood or aluminum 
windows. Invisible when installed. Spring loaded 
roller holds sash snugly in frame, prevents rattle. 


Sash glides up, stays put, yet pushes down easily. 
Simple to install, the Snubr pays big dividends in 
time and labor savings. Retails at 40 cents. Liberal 
trade discounts. Write for details. 


ARROW FG. CO. 


INDEPENDENCE, KANSAS P.O. BOX 468 























@ Can't Rust 
@ Won't Fade 
@ Won't Break 
@ Won't Dent 


*Trade Mark 
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and repairs and take inventories. Waterborne lumber 
shipments suffered last week because of a longshore 
work stoppage attributed to an AFL-CIO controversy, 
but this was adjusted and work resumed here on Mon- 
day. Merger of the Bellingham Plywood Company 
into the Washington Veneer Company of Olympia 
was announced last week by Owen R. Cheatham, presi- 
dent of Washington Veneer, who said that the new 
organization becomes the largest producer of Douglas 
fir plywood in the country. The company now has 
four plants, two in Olympia, one in Bellingham and 
one in Springfield, Ore., capable of a combined annual 
production of approximately 275,000,000 square feet 
of plywood. Another important transaction was the 
announcement here today by the Weyerhaeuser Steam- 
ship Company of the purchase of two Liberty ships 
from the United States Maritime Commission for ap- 
eration in its intercoastal service. The two new units, 
acquired at an approximate cost of $1,300,000 brings 
the Weyerhaeuser fleet to a total of six ships, only 
two short of the prewar fleet. The two ships have 
been named for W. H. Peabody of Newark, N. J., ex- 
ecutive vice president of the Weyerhaeuser Steamship 
Company and the late George S. Long, former gen- 
eral manager of the Weyerhaeuser Timber Compaay 
here. 


BALTIMORE—The lumber market is a trifle firmer 
right at the year-end, according to Baltimore yard 
operators. Fifteen to 20 percent below last spring’s 
prices, and 10 percent down in the last two months, 
a little more stable tone was noted as 1948 closed. This 
steady trend will hold, it is believed here, perhaps 
well into the spring building season. The decline in 
fir has been influenced by the Western mills being 
overstocked with logs. It is noted here that produc- 
tion ever since July has surpassed sales slightly. 
Average on fir delivered here now is around $82 to 
$88 per M. In the better grades of flooring and sid- 
ing, the prices here are around $150 in contrast to 
$180 six months ago. In merchantable long leaf pine 
from Georgia, the price now is around $108. The 
No. 2 common and better Southern pine from nearby 
mills is being delivered for around $70 via truck 
shipments. In the opinion of local yard owners, most 
of the water has been squeezed out of the Southern 
pine in the last four months. They do not look for 
it to go any lower at this time. The West Coast has 
plenty of railroad cars for shipments East, it is re- 
ported here. The supply was not as tight as had been 
predicted during the recent longshoremen’s strike 
which cut down water shipments, and the threat of 
a new strike will not affect the movement Eastward. 
Fir supplies have been moving freely. Best grade 
white pine still is scarce and still very high. Local 
dealers look for no reduction there. Possibility of 
higher prices in sugar and Ponderosa pine by spring 
also is seen. Brightest spot is the definite erasure 
of the gray market in plywood—deemed the worst 
gray market in building supplies. The effect locally, 
pricewise, is shown in the $114.75 per 1,000 square 
feet for quarter inch material to the retailer in con- 
trast to the $190 to $200 a few months ago. In the 
hardwoods, the best grades are still scarce with price 
levels high, with the prospect of remaining so, ac- 
cording to local dealers. 
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J. P. RINN H. V. SCOTT 


Rinn -odcott Lumber Comgang 


LUMBER and LUMBER PRODUCTS 


Yard and Warehouse —— General Office 


2759 So. Kedzie Ave. Redding, California 360 No. Michigan Ave. 


Chicago 23, lll. Chicago 1, Ill. 
Bishop 7-4080 P. 0. Box 6 mci a 6.4878 








4 oe ad Cae 


ADJUSTABLE FOR 1" TO 4" PICKETS 


Cuts Gothic pickets quickly, accurately, with no further finishing or sanding 
required. Hand operated ... anyone can use it! Utilize odds and ends for 
pickets. Heavy casting, durable, will serve you year after year. Order at once 
. .. delivery 30 days ... have this to take care of spring trade. SEND CHECK 
WITH ORDER. Net price $47.50 f.0.b. Wilmette, Illinois. (Where state sales 
tax applies, add tax.) 


H.A.SCHUBERT CO. Machinists 


ATOM NET bectcaces ae. Ou- Wilmette, Illinois 




















TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 

















THE NAME SILVER LAKE stampeD ON EVERY FOOT 
@ PACKED IN CARTONS @ 


LOWER PRICED GRADES 
EDDYSTONE 
} Mills and Sales Office PELHAM 


SILVER LAKE CO. | chotrohoochee, Georgia sahil 


Sold through Regional Distributors BENGAL 
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Peter A. Stone 


Forms New Company September. 


Peter A. Stone, former head of the 
lumber branch of O. P. A. during the 
war years, announces the formation 


who died during the early part of 


Other officers elected were: Orrin 
C. Sires, vice-president, and George tinued. 


H. Rodgers, secretary. The president 
also serves as treasurer. 

Mr. Sires is the third head of the 
company by that name, established in 
1910. The new president attributed 
the company’s steady growth from an 
infant firm to a corporation that 
stocks “everything from foundation 
to roof” in the way of building sup- 
plies, to long established policies in 
dealing with the public. He expressed 
his appreciation for public support 
through the years and said that gen- 
eral policies of the firm will be con- 





of the Peter A. Stone Lumber Com- 
pany, wholesale lumber distributors 
located at 1218 Chestnut St., Phila- 
delphia 7, Pa. 

The new firm is ready to serve the 
trade in eastern Pennsylvania, south- 
ern New Jersey, Maryland, Delaware 
and the District of Columbia with 





standard and special items of yard 
stock and the industrial trade falling 
within the wholesale province. 














N. Gruber Sires Elected 
President of Sires Lumber Co. 
N. Gruber Sires, vice-president of 
Sires Lumber Company, Charlotte, 
N. C., was elected president and gen- 
eral manager at a meeting of stock- 
holders Nov. 24. Mr. Sires succeeds 
his brother, the late Frank R. Sires, 








A NEW building to house the Los Angeles area retail sales and service organization 
for Hyster industrial trucks will be opened in January at 5301 Pacifie Blvd., Hunting- 
ton Park. The reinforced concrete structure, designed by Henry L. Eggers, architect, 
covers 7500 square feet, including a large showroom, a parts and service department, 
and several offices. A plate glass window fronts the display section, and the entrance 
is finished in field stone. Adjoining in the back is a 40 x 75 foot outside storage area. 











Logged in 1936-1937 
HARDWOODS @ WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 

with 
MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 
QUALITY LUMBER 





Air-dried Kiln-dried 





88 





[IJ1-Lam-(0 Ho@our Cre 


CUPBOARD DOORS 





Hy in. Unselected Birch 


“Widths 12” to 32” in 4 inch Steps 
Lengths 12” to 72” in 4 inch Steps 


At Your Jobber — or Write Direct 


WISCONSIN LAMINATING CO. 
CHILTON, WISCONSIN os 



































BRITISH COLUMBIA 


LUMBER and SHINGLES 


’ 


Douglas Fir © Western Red Cedar 
Hemlock © Spruce 


Are in Position to Make Prompt Shipments 


THURSTON LUMBER CO. LTD. 


Wholesalers and Manufacturers 
Metropolitan Bidg.. VANCOUVER, B. C. 
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The 


“Tower” Trimmer 
Quickly Pays for Itself 


Saves Freight, Raises the 
Grade of the Lumber, Makes it 
Worth More per M., Causes It 
to Sell More Readily. 


eee 





Thousands In Use Everywhere 





This is the crank for shifting the saws # 
a 


Built in Nine Sizes from 16 to 32 Feet, For Mills with Capacity of 


30 M Feet per Day 


Available with Babbitt, Ball or Roller Bearings 


The R. J. Tower Iron Works, Greenville, Michigan 


BUILDERS OF GRATES, EDGERS AND TRIMMERS SINCE 1889 (SIXTY YEARS) 




















Air View of Our Plant 


Ash Your Wholesaler 
for OUR Lumber 


1" Kiln Dried Yellow Pine 
FLOORING, BOARDS, SIDING, ETC. 


W. M. McGOWIN LBR. CO. 


PINE APPLE, ALABAMA 








ig 


HARDWOOD 
FLOORING 


Oak-Beech-Pecan-Ash 


In straight cars or mixed with air dried 
Yellow Pine Boards and Dimension. 
Best of manufacture. Satisfaction that 
will bring you back for more. 


For prompt cttention on your needs phone or write 


Miller & Company, Ine. 





Manufacturers of ; 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones Jackson 1885 











his modern operations. 
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Ponderosa Pine White Fir 


SUSANVILLE 












REGISTERED 





BRIMSTONE BILL, Paul Bunyan's Skinner 
With Babe, the Big Blue Ox Bill did the heavy hauling. He pulled 


the kinks out of crooked roads and moved mountains. Mechanized 
logging gives him a long vacation while Paul Bunyan speeds up 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 


Incense Cedar 


CALIFORNIA 
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Heating Research Purchased 
by Stewart-Warner 


Purchase of physical assets, pat- 
ents and trade-marks of Heating Re- 
search Corporation, Anderson, Ind., 
by Stewart-Warner Corporation, Chi- 
cago, was recently announced by 
James S. Knowlson, Stewart-Warner 
president and board chairman. Heat- 
ing Research Corporation, headed by 
Allan W. Lundstrum, produces the 
Saf-Aire Gas Heater, a convection 
type space heater which burns manu- 
factured, natural or bottled gas. 


Mr. Lundstrum, inventor of the de- 
vice, H. W. Milner, sales head of 
Heating Research, and other key per- 
sonnel have joined the Stewart- 
Warner organization. Production, 
marketing and other operations of 
the newly acquired business will be 
integrated with the South Wind Di- 


vision of Stewart-Warner at Indian-- 


apolis, Ind. 


Ohmer Celebrates 50th 
Anniversary 


On November 7, 1948, the Ohmer 
Corporation, subsidiary of Rockwell 
Manufacturing Company, Dayton, 
Ohio, marked its first half century of 
operations. This entire period has been 
devoted to manufacturing precision 
registering equipment. The first 
Ohmer taximeter was invented in 


1908, and through the years Ohmer 
has developed a number of different 
types of taximeters. Today Ohmer is 
the world’s largest manufacturer of 
taximeters. 


The first Ohmer cash registers were 
manufactured in the late 1920’s. 
Ohmer now makes a wide range of 
cash register models nationally sold 
and serviced by a factory trained 
dealer organization. All Ohmer prod- 
ucts are distributed in most of the 
countries of the world by the Rock- 
well International Corporation. 











Georgia-Pacific Announces 
Merger of Two Subsidiary Units 

Owen R. Cheatham, president of 
Georgia-Pacific Plywood & Lumber 
Co., Augusta, Ga., has announced the 
merger of two of the company’s sub- 
sidiary units, thus simplifying 
Georgia-Pacific’s corporate structure 
and operating activities. Bellingham 
Plywood Company, a wholly owned 
subsidiary company, was merged into 
Washington Veneer Company in ex- 
change for 30,000 shares of the latter 
company’s common stock, giving 
Georgia-Pacific an approximate two- 
thirds direct ownership in the en- 
larged Washington Veneer Company. 

With the successful consummation 
of these procedures Washington 
Veneer now owns and operates di- 
rectly and through Springfield Ply- 
wood Corporation, its 60% owned sub- 
sidiary, four plywood manufacturing 
plants in Washington and Oregon— 
two of these at Olympia, one at Bel- 
lingham and one at Springfield. These 
plants have a combined annual ¢a- 
pacity of approximately 275,000,000 
square feet. 

Victor Olson has been elected presi- 
dent of Washington Veneer Company. 
H. W. McClary remains as general 
manager of the two Olympia plants; 
Arthur Olson, former assistant man- 
ager, succeeds Victor Olson at the 
Bellingham plant; and Gus N. Arne- 
son will continue to manage the 
Springfield operation. 





ROLL-OFF 





“The Active Truck Is the Money -Maker” 





LUMBER TRUCK. BEDS Since 1918 


Complete Beds Shipped KD. 


EASILY MOUNTED 
Write for Catalog & Prices 


Two Minutes 


The R-B COMPANY, 1921 Guinotte, KANSAS CITY, MO. 


























Al Clements Dumber Co. 


MANUFACTURERS & WHOLESALERS ¢ DOUGLAS FIR LUMBER 


Industrial and Housing Materials 


EUGENE, OREGON P. O. BOX 908 PHONE 5640 
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C. E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 


Wholesale Lumber Distributors 


An Experienced Lumber Service That Knows the 





Producer's Problems and the Buyer’s Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 
“In the Heart of the Deep South” 


Phone 169 P. O. Box 391 























JAMES W. SEWALL COMPANY 


Consulting Foresters 


MAIN OFFICE: 


OLD TOWN, MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 





THURSTON-FLAVELLE 


Limited : 
PORT MOODY, B. C. CANADA 





Manufacturers of 


RED CEDAR 
SIDING 


and 


SHINGLES 


Distributed through the 
Wholesale Trade ex- 
clusively. 








SAWMILL MACHINERY 


MANUFACTURERS of a complete line of sawmill ma- 
chinery . . . PORTABLE MILLS ... BAND MILL 
CARRIAGES ... EDGERS ... TRIMMERS... 
SHOTGUN STEAM FEEDS ... STEAM NIGGERS... 
LOG STOP AND LOADER ... AUTOMATIC FEED 
TABLE FOR PLANING MILLS. WRITE FOR CATALOG 
AND “POWER HOUSE.” 





MILL SUPPLIES 


“Everythin for 
the mechanical 
transmission of 
power.” 














KNIVES 


nolding cutters 
for the woodwod 





’, Machine Co 


DING Propucts MERCHANDISER 








Soundbelt is a oame that stands for quality in plywood. 
As the name itself implies. Soundbilt is a well-manufaec- 
tured, soundly produced plywood. Jt comes from fine, old- 
growth logs. It is made in a modern plant. Soundbilt is 
ao name you'}l be hearing mere about from new on. 


Zget Sinnal 
ceget PLYWOOD, “a. 


230 EAST F STREET @ TACOMA, canta & PHONE MAm 0179 





Companies Announce 





Acme Steel Company of Canada, 
Ltd. has moved its general offices 
and Mintreal Branch to new and 
larger «iarters. The new address is 
660 St. “atherine St., West Montreal, 
Quebec. 

Merger of two of the country’s pio- 
neer manufacturers of bathroom and 
kitchen plumbing fixtures to form a 
single integrated firm named Univer- 
sal-Rundle Corporation, New Castle, 
Pa., effective February 1, 1949, was 
recently announced. The two merged 
companies are the Universal Sanitary 
Manufacturing Company of New 
Castle, Pa., with auxiliary plants in 
Camden, N. J., and Redlands, Calif.; 
and the Rundle Manufacturing Com- 
pany of Milwaukee, Wis., with a sub- 
sidiary plant also at.Camden. Head- 
quarters of the new corporation will 
be at New Castle, Pa. 


National Gypsum Company, Buffalo 
2, N. Y., leading producer of building 
materials, will begin operation of a 
new sales district with headquarters 
in Pittsburgh, Pa., according to John 
W. Brown, general sales manager. 
William M. Ritchey, formerly man- 
ager of the Cincinnati District, has 


which will be the company’s sixteenth. 
Walter J. Stroud, who has been super- 
visor of Gold Bond Rock Wool Ap- 
plicators in the Midwest, will succeed 
Ritchey in Cincinnati. 


Georgia-Pacific Plywood & Lumber 
Co., Augusta, Ga., is expanding its 
service in the lumber and building 
materials trade in the midwest by 
taking over the operation of the 


established distribution warehouse of 
Crook & Co., 1805 Bryn Mawr Ave.,, 
Chicago, Ill. The policies and gen- 
eral operation of the warehouse, 
started in 1928 by Mr. Dane Crook, 
will be maintained and Mr. Crook will 
continue in the operation as sales 
manager. Mr. Thomas P. Ryan has 
been appointed warehouse manager. 
In addition to the line of moldings 
in which Crook & Co. has specialized, 





Chain Belt Company of Milwaukee 
announces the establishment of a new 
Atlanta warehouse, at 878 Ashby 
Street, N. W., Atlanta, Ga. The At- 
lanta District office will also be lo- 
cated at this address under the di- 
rection of J. S. Moore, district man- 
ager. The new warehouse will be 


under the supervision ‘of G. J. 
Schuelke, formerly of the Milwaukee 
office. The Atlanta warehouse will 
serve the entire southeast including 
the states of North Carolina, South 
Carolina, Virginia, Georgia, Florida, 
and Alabama. A 24-hour delivery 


service will be available . 


been named to head the new office 











| RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 


Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


“A Wood for Every Purpose" 


Idaho White Pine Ponderosa Pine 
KIRBY BUILDING HOUSTON, TEXAS ‘ 


Douglas Fir 
White Fir 
Cedar 











“Is it as Good as Kirby's?” 


wih —i 


ALUMINUM NAILS |... 


MILLWORK 
MEAN BUSINESS DISTRIBUTORS 
SCREWTITE ALUMINUM 


COMPANY 
NAILS keep roofing and 


siding in place. Bull dog General Offices & 


, . Warehouse: 
grip is assurance of 2 N. Kresson Street 
long-lasting strength. 


BALTIMORE 24, 
MARYLAND 























SCREWTITE MOMINUM HALLS 


IMMEDIATE 
SHIPMENT 


Midico Window Units. 
White Pine Complete. 
Prices start $10. up. 


Combo. Doors Bronze 
Wire, 8 lights glazed 
@ $14.75 up. 


6 Rsd. Panel Doors & 
2 Panel Doors, Fir. 





Manufactured by 
INDEPENDENT NAIL & PACKING CO. 


NY St.Louis 2, Mo. 


Send For Lists 
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